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Krecting Bulwarks Against the 
‘“House-to-Houser” 


By Albert W. Frey 





Assistant Professor of Marketing, Amos Truck School of Administration 





’ (This is a continuation of the series 
which has been appearing in the 
BooT AND SHOE RECORDER under the 
general title of- “Distribution.”— 
Editor’s Note.) 


LTHOUGH house-to-house sell- 
A ing is commonly spoken of as 
something new in distribution 
circles, it is really nothing more than 
a revival of the methods of the old 
peddier dating back to Colonial days. 
This old peddler used to set out on 
foot, horseback, or with team and 
distribute his wares over the country- 
side. He was an extremely impor- 
tant distribution factor in those days. 
Today the door-to-door seller is 
relatively unimportant as far as his 
total influence goes, but from the 
wail that has sprung up on the part 
of retailers one would think that he 
was an invincible form of competi- 
tion. 

Newspapers have waged cam- 
paigns -against him, asserting that 
he is a crook, a destroyer of com- 
munity life, a nuisance and about 
everything bad. At least two towns 
have tried to pass laws to keep him 
from entering their domain. These 
laws have been declared unconstitu- 
tional, and only recently a town in 
Mississippi paid dearly for the arrest 
of one of these “bell. ringers.” 

The house-to-house salesman is be- 
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ing attacked as have been chain 
stores and mail order houses, but, 
after all, isn’t he as legitimate in the 
distribution field as any other fac- 
tor? Isn’t the only sane way to com- 
pete with him for the retailer to 
strengthen himself and not spend all 
his time trying to weaken the sales- 
man? 

This form of selling is performed 
in two ways—the individual going 
from door to door selling from 
samples, and the man who runs a 
traveling store on wheels. There are 
many examples of the former method, 
the best known being the Real Silk 
people and Fuller Brush Company. 
Shoes are sold in this manner, but 
not on any such scale as exemplified 
by the companies mentioned. The 
store-at-your-door principle is ap- 
plied mostly to groceries, but there 
is at least one firm that sells shoes 
in this way. 


i? is difficult to find advantages 
peculiar to this form of selling. In 
the city there is nothing that the 
house-to-house salesman can offer 
except service, the convenience of 
bringing the opportunity for pur- 
chasing to one’s door, and this con- 
venience is not appreciated when the 
door bell rings several times a day. 

For rural people it may be that the 
peddler brings merchandise that 






could not be purchased locally, but 
with people trading some distance 
from their homes now the strength 
of this advantage is questionable. 
Although many firms employing 
the direct-to-the-consumer method of 
selling claim that they are giving the 
buyer the profits of the jobber and 
retailer, the price of their products 
can generally be met by local dealers. 
There is no question, however, but 
what this advertising has caused 
many people to think that all goods 
purchased at the door are cheaper 
than can be obtained elsewhere. 


HAT are some of the reasons 

why shoes will never be sold 
from house-to-house in quantity suffi- 
cient to undermine the business of 
the local shoe dealers? 

In the first place, most men can- 
not be reached at home. They do 
not want to be approached by - this 
form of selling while at work. They 
usually pass several- shoe stores 
every day and know where they can 
get what they want. 

As.for the lady of the house, as 
we have so often said, she likes to 
shop. The few samples that a visitor 
could display for her would be inade- 
quate, She must look around before 
she buys. Also, women like to-see how 
a shoe looks on their foot; this would 
mean that the salesman would have 
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to carry a great variety of sizes. 
Further, can he carry enough colors 
and shades to be sure the shoe will 
match the woman’s costume, an im- 
portant factor at the present time? 


HEN, too, there are many people 

skeptical of the house-to-house 
salesman. It is true that the biggest 
firms are governed by the highest 
standards of business ethics, but 
there are just enough dishonest 
firms and dishonest salesmen repre- 
senting good firms to cast reflection 
on the whole field. It is for this 
reason that we see certain companies 
advertising their salesmen about as 
much as their products. 

In the writer’s own locality here 
a salesman took orders for shoes 
some time ago, but many purchasers 
either failed to get the shoes at all 
or got them too late to be of service 
for the purposes intended. It will 


be a long while before these people 
will buy shoes in this manner again. 

So that before shoes can be sold 
successfully in this way it would 
seem to be necessary to build up 
great faith in the house, the sales- 


General Prosperity Still With Us 


’ NDUSTRIAL and trade conditions 
generally throughout the United 
States are such as to warrant a 
cheerful outlook. Building is gen- 
erally very strong, and this industry 
carries along with it a multitude of 
allied activities. Agriculture has 
had a good year, and this lays the 
foundation for general industrial 
strength in the towns and cities. 
There is plenty of employment in all 
sections of the country. With few 
exceptions, the major industries, 
operating on normal schedules, have 
full forces at work. The few excep- 
tions have reported very small sea- 
sonal reductions in the number of 
men at work in their plants. 
Automobile factories, textile mills, 
steel mills, equipment manufacturers 
of all kinds, and hundreds of lesser 
industries are all working on pro- 
duction schedules that reflect, di- 
rectly or indirectly, a steady and an 
apparently healthy consumer de- 
mand. Merchants in all sections of 
the country now realize that the 
active buying power of the people in 
their localities gathers momentum 
as virtually full employment at good 
wages continues through the early 
winter months. A large volume of 
holiday trade is assured to the re- 
-tailers. 
Regardiess of the antics of the 


man and the product before success 
could be attained. This would re- 
quire great effort and even then the 
degree of success would be doubtful. 

Could a firm distribute shoes on 
the same national basis as Fuller dis- 
tributes brushes and Real Silk sells 
hosiery? It would be an immense 
undertaking to stock shoes in quan- 
tity and variety enough to suit the 
various style, quality and “fit” re- 
quirements of the entire country. 
Most successes at house-to-house sell- 
ing have been built on standardiza- 
tion of the product, and this would 
be a definite limiting factor in the 
case of shoes. 

Then there is the question of fit, 
already hinted at. For most people 
satisfactory fit can only be obtained 
by actually trying on the shoes. The 
salesman going from door to door 
cannot carry a sufficient range of 
sizes and widths to insure proper fit 
and hence comfort. 

Another reason why house-to- 
house selling of shoes will probably 
not increase much is because the 
practice will be discouraged as soon 
as surplus stocks are sold out. With 


By ARCHER WALL DOUGLAS 


In Co-operation with the Research Staff of 
La Salle Extension University 


stock market, which is showing some 
signs of dizziness, business men gen- 
erally are going along with calm as- 
surance that economic conditions in 
their country are “as sound as the 
dollar.” They understand, now, 
that conditions will continue to be 
sound and wholesome—with operat- 
ing efficiency, rather than specula- 
tive buying, bringing them good 
profits—so long as they refuse to be 
stampeded inte unwarranted com- 
petitive bidding for materials, sup- 
plies, and merchandise. 


T is now thoroughly understood 

that “what goes up must come 
down”—that an inflated level of 
prices, like a toy balloon, is in con- 
stant danger of bursting from a pin- 
prick happening of one kind or an- 
other. For several years now there 
has been widespread adoption of a 
more scientific control of production 
in relation to current sales on the 
part of individual business concerns 
and through the various associations 
of competing business units. Inven- 
tories are kept within reasonable 
bounds. Overreaching the bounds 
of a healthy merchandising or manu- 
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big production for the past few 
years, many manufacturers were 
willing to sell in any manner to re- 
lieve inventories. With production 
righting itself, there will be less 
need for finding outlets for surplus 
stocks. 


ITH many people complaining 
that there are already too many 
salesmen bothering them, it is inter- 
esting to note that firms selling in 
this manner are really running up 
against a scarcity of material for 
the sales force. Especially are there 
few men available for the task of 
selling articles requiring some little 
skill, shoes, for example. Not only 
do these firms have a hard time get- 
ting salesmen, but they have an 
equally hard time holding them. For 
this type of salesman is not inclined 
to stick to one job long; he loves a 
change. And with many firms 
clamoring for salesmen, he can 
usually make satisfactory changes. 
There seems to be a limited num- 
ber of men available or who desire 
to sell in this way, and this condition 
is likely to become permanent. 


facturing profit is generally regarded 
as something that later must be 
swallowed up in losses suffered dur- 
ing an ensuing depression. Better 
the steady pull through a longer 
period of intelligently directed, 
though less pronounced, prosperity 
than . another :misguided orgy of 
speculative excesses. 


T would doubtless be of great help 
to distressed European nations 
should our commodity prices again, 
as in 1919, soar skyward along with 
our soaring stock-market prices. 
That a more substantial increase 
in our imports and a relative de- 
crease in our exports would result 
from having a very high commodity 
price level in the United States is al- 
together probable; and that this 
would greatly benefit many foreign 
nations is likewise true, for they - 
would then have a balance of trade in 
their favor to be settled by shipments 
of gold—and more gold is sorely 
needed abroad as the basis of a 
greater supply of bank credit and for 
re-establishing stable currency. 
But in view of the cautious atti- 
tude of business men in the United 


States toward a high level of com- 


modity. prices in this country, and in 
view of our protective tariff—also in 
view of our inclination to lend more 
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Crop and General Conditions Map 


axof November 15. 1925, 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. 


The changes 


since last month have been almost altogether favorable; but the rate of improvement is that which ordinarily 
characterizes a healthy normal seasonal advance, and not much more. 


antl more money, or purchasing 
power to European nations—it now 
looks as though we may, for scme 
time to come, continue to have the 
balance of trade in our favor—tend- 
ing to keep about one-half of the 
whole world’s monetary gold supply 
in the United States. 

Our mammoth gold holdings have 
awakened the fear of disastrous in- 
flation of prices through easy money 
—our present potential credit supply 
being almost unlimited. 

Easy money has been the main 
cause of recent stock-market move- 
ments; plenty of bank credit to be 
borrowed at very low rates of in- 
terest has supported unbridled specu- 
lation and manipulation of stock 
prices. But, recently, higher money 
rates have put a needed check on the 
record-breaking sales, accompanied 
by erratic prices, that marked the 
stock market during October and 
November. 

There is still more concern regard- 
ing the inflated building booms in 
* many sections of the-country, also 
supported by easy money; and there 
is concern regarding the increasing 
number of apartments to rent in 
many cities. 

Building, however, is largely a 
local problem. The report of the 
F. W. Dodge Corporation indicates 
great disparities as to the volume of 
building as between sections; but 


the total contracts let for October 
were $519,528,000, being a high rec- 
ord for that month—an indication 
that the end is not-yet. 

Throughout the summer and into 
the fall there has been persistent 
prophecy in many quarters of .the 
abounding prosperity which lay im- 
mediately ahead because of harvest 
returns and the encouraging show- 
ing of many statistical indexes. As 
indicated in the beginning of this 
Bulletin, present conditions do jus- 
tify the term “prosperity.” But we 
are as yet far from a “boom.” 

The general business of distribu- 
tion, while very satisfactory in 
nearly all localities and lines, is un- 


‘satisfactory in some places and in 


some lines. In general there is good 
seasonal activity. i. 

As overly sanguine forecasts are 
not entirely realized, there ensues a 
growing feeling, though not wide- 
spread, that current evidences of 
speculation and of undue expansion 
of credit portend a reaction some 
time in 1926. But this need not 
come if buying continues to be con- 
servative, and prices are not allowed 
to reach the point where they bring 
general resistance on the part of 
dealers and consumers. 

The general business situation is 
as yet healthy and sound despite cer- 
tain abnormal features. Economy 
marks the operations of the Govern- 


ment, the railroads, and most pro- 
ductive enterprises. Labor troubles 
are mostly remarkable for their ab- 
sence. The most serious one, the 
strike in the anthracite coal regions, 
has meant so far a shift of consump- 
tion from hard to soft coal. The 
soft coal output for the year to No- 
vember 14 was 28,000,000 tons larger 
than for the same period last year. 

If improvement of business is not 
as rapid as desired by some, it is at 
least of the kind that portends con- 
tinuity. 

Let us not misjudge the conditions 
of foreign trade, for the world’s ex- 
port trade has returned to the pre- 
war volume of 1913. European na- 
tions have got together on a pro- 
gram of peace and war prevention. 
All are eager to get into better po- 
sition to trade freely with other 
countries. Agriculture in Europe is 
replenishing its depleted herds, and 
cultivating its idle fields. The prin- 
cipal problem of European industrial 
life is to find an adequate market for 
the wares it is now producing. 

The matter of most cheer is the 
growing stability of business in all 
the countries of the world—with 
very few exceptions: 

It is this gradual passing away of 
the results of war, and the resump- 
tion of the ways of peace which pro- 
mote international commerce that is 
the best harbinger of stability. 
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ve- 


ning Sun, Chicago Journal of Commerce, Philadelphia Public Ledger, The Sara- 


togian, Rochester Herald, 


eekskill Union, Troy Record, Troy Sun Observer, 


Vancouver Sun, and Winston-Salem Sentinel 


New Ways of Getting Publicity 


“Copy” That Papers Will Publish 


shoes and the number of pairs neces- 
sary to the young girl of today. In 
this the shuve merchant will find the 
thought very well expressed. 


elected to take up the cause of 

footwear. Throughout the coun- 
try one sees item after item of an 
educational nature. The shoe itself, 
the trimming of the shoe, the rela- 
tion of the shoe to dress, types of 
shoes and their uses, leathers, and 
many other features about shoes 
that none but an inquiring reporter 
would think of, are getting the 
benefit of the news columns, There 
is something remarkable about this. 
The shoe has certainly broken into 
print. It would take pages to recite 
the many angles from which this 
subject is approached. 

This is “news” that the shoe mer- 
chant has at his finger tips. This is 
all old stuff that has long since lost 
its “kick” with the shoeman, and the 
result is that such vital information 
as rules of foot health, etc., are 
given out as a matter of course to 
each individual who buys a pair of 
shoes. 

When the newspaper. reporter 
takes up the subject as a thing of 
educational interest’ to his readers 
he injects such a lively note into an 


I: seems that newspaperdom has 


old subject as to just overwhelm the 
reader with the importance of his 
subject. 

Why can’t the shoe merchant col- 
laborate with his local newspaper in 
unlocking from his mind and giving 
an appreciative audience the many 
helpful things he has learned about 
shoes and their relation to health 
and happiness. Why restrict this 
service to just those who buy of one 
when there is such a splendid ve- 
hicle as the press ready to go to 
work on the matter? 

The head is given plenty of edi- 
torial treatment; why not the feet 
be given a thought? 


HE shoe merchant will furnish 
the facts of his experience; the 
reporter will whip them into such 
shape as will guarantee the helpful- 
ness of such facts. Be altruistic in 
this, and why not, when the first 
shoe man, St. Crispin, devoted his 
life to helping his fellow men and 
thus earned saintly honors? 
We select the following as a force- 
ful and convincing argument used 
concerning the proper selection of 


66 ASHION demands perfection 

in everything that pertains to 
the dress, whether it be the suit, 
shoes, hosiery, or the tiny bouton- 
niere that completes the perfection 
of the tailored costume. The more the 
ensemble is stressed the more im- 
portant the individual parts become, 
for an unwise choice of gloves, shoes, 
handbag or hosiery would ruin even 
the most carefully thought out cos- 
tume effect. Footwear, like mil- 
linery, may be counted on to add zest 
to the ensemble. Skirts are short 
and there is no concealing shoes that 
do not belong, so fashion insists that- 
they be as carefully chosen as the 
offerings in the shops make possible, 
and certainly the shops are very 
prodigal with their offerings. There 
has been a most remarkable atten- 
tion to detail in the effort of foot- 
wear designs. The new style in 
footwear is to have a great many 
more shoes and to give them -closer 
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attention than was the custom of 
other days. It is the shoe bill now- 
adays, not the millinery bills, that 
causes some of the embarrassing ex- 
planations in many homes.” 

This article goes back to mother’s 
time in a very pretty way somewhat 
in this fashion: “I am sure, my 
daughter,” says mother, sitting at 
her desk looking over the month’s 
bills from the shops patronized by 
herself and daughter, “I am quite 
sure even when I was a debutante 
I never had to have more than 
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of new design, with stocking to 
match, and below it a slipper of 
gold-and-silver checkerboard bro- 
cade with silver stocking embellished 
with gold and openwork initials. In 
lower left circle is a silver slipper 
trimmed with a silver flower.” 
From still another paper this is 
taken: “Shoes are painted. Even 
with shoes’ as with frocks, there is 
always something metallic about 
them. This is true especially about 
evening slippers, and shows a sil- 












vered kid slipper that has heels of 
gold and decorations of painted 
flowers on the sides of the slippers. 
Fur trims slippers; students of old 
folk stories are convinced that Cin- 
derella’s glass slipper was not glass 
at all, but fur. The tale was told in 
French and the word that means a 
sort of fur—vair was a heraldic fur 
—was mistaken for the French word 
‘“verre,” meaning glass, so when the 
story was translated from French to 
English the fur slippers ‘became 

glass, and glass it has ever 
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woman sees the beauty of painted 
heels, buckles and flower designed 
hosiery: 

“A mosaic of diamonds and col- 
ored stores in flower design deco- 
rates the bandeau shown on the 
figure in the center. With it are 
worn satin slippers finished with 
buckle to match. This is shown at 
the right hand lower corner, with 
stocking on which the flower de- 
sign of the mosaic is reproduced in 
colored embroidery. At upper 
right hand is a group of shoe 
buckles for evening wear—an owl’s 
head and crescent in rhinestones, 
and, at left, two interlocked cir- 
cles of brown enamel and rhine- 
stones. Just below this is shown 
a heel decorated with rhinestones 
and ruby, and a ruby button used 
to fasten the ankle strap at front. 
Beside this is one of the new 
painted heels. At the top left of 
the sketch is a blonds satin slipper 




























i 


Ti 





one 

- we 

* 20d Aone, te our heuri= | pert) freces - 

* me Se I weer Bowne) | Mond Et wih starting te qeert oot 
(rte tow seeming ege ie one. wih | this feorerer hmememines with the 
qertaie betimerke af the Gem fall) cuter ie the Gree ead fete pertinw 
monte prem Sawing Re uptodatenre | inety wed with party Mews of gs 
Sere ie tee company of ateowe tint | tae 
rer oot th einen oh te ste Meaty leeeg auetel brerede gp! 
te tee of Smered -hiliem, eon ther metal Cabri tage the pete 
Ae 2 AD My wh matded bers im | tem of Nenatiial mmteriate for bee 
(ee by eet Bore Bounre ptr. ming Gremee® gad arama fthewd bo 
Pr ereeetart ow Oe ee 
He neta hagmd Seer ee en 
\thttat ew tt nan <1 | cot and eaming at tort th om 
a Gere eat dere caters swer| bivem of the eveEing mente wed ext 

Bowers fabrics comerton 
ad 

















= 
"SS 


not through keeping off one’s feet 
but in seeing that all the muscles in 
the feet receive some exercise during 
the course of the day. Lighter 
weights of shoes suggest better ven- 
tilation and therefore better. foot’ 
hygiene. If these articles taking up 
this subject in an impersonal way 
do not help make the shoe mer- 

chant’s service to his public 
more valuable and 
more appreci- 
ated, it will not 
be the fault of 
the newspapers’ 
attempt at of- 
fering much- 
needed _ enlight- 


soso enment. 
——— Take the 
heading “Party 
; Frocks Take 
i her ng ioe f ng gga ge ky A SL 
articles devoted to better ‘ne of our most-a od member a ir Sh ro 
artners.” n 


—the foot 
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How to Build a Business 


OOK first on this picture. 

A young man purchased a shoe store. Not 
possessing a great deal of money, he found him- 
self the owner of a retail business clear of in- 
debtedness, but without enough capital to enable 
him to operate it properly. When he gave sales- 
men orders for shoes he never knew when he 
would be able to pay for them. He kept his manu- 
facturers waiting for their money. He put off 
making changes and improvements in his store be- 
cause he couldn’t pay for them. Lack of cash pre- 
vented his profiting from promising merchandis- 
ing opportunities. Sometimes there was scarce 
enough cash to meet his payroll. There never was 
more than enough money left over for his family 


to live on. 
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Like the young man in the far country who had 
dispersed his capital until he realized that there 
were many hired servants who had a better living 
than he, this young shoe dealer came to himself. 
He saw that his way of doing business was wrong. 
He determined to change the conditions of his busi- 
ness. He did change them. 

He went to his bank and borrowed every dollar 
the bank would loan on his business. He mort- 
gaged the home he owned for all the property 
would carry. Every dollar he could scrape together 
went into his business. Having settled every obli- 
gation, he sat at his desk stripped of liquid as- 
sets, but with the season’s stock of merchandise 
paid for. 

Clearly, the outcome of this situation would de- 
pend on how good a merchant this young shoe 
dealer really was. He acted promptly. He cut 
down to the quick his personal and family expenses 
and budgeted them. Then he established the busi- 
ness rule that not a dollar’s worth of merchandise 
must ever again be bought unless the money were 
available to pay the bill when the shipment arrived. 
Nor must any expense be incurred unless cash were 
in hand to meet it. Income from sales, above the 
week’s expenses, went to cancel the loan at the 
bank. By stringent economy everywhere, the bank 
loan was paid from current receipts; and a modest 
capital, comprising the amount secured by the 
mortgage and a small net profit on the season’s 
business, remained in his bank account. 

The fundamental features of the store policy he 
established in those days were of a financial nature. 
He worked out a comprehensive budget plan for the 
conduct of his business. He closely scrutinized 
markups and markdowns to assure genuine prof- 
its. He bought carefully, in not too large lots, with 
frequent reorders. All goods were paid for on 
the tenth of the month following arrival of the 
shipment, or sooner, if need be, in order to obtain 
discounts. 

Other things of a different character this mer- 
chant did, of course. He found it especially neces- 
sary to develop a sound and conservative but ag- 
gressive advertising policy that he could trust to 
build up business for his store. For under the 
press of financial obligations he could not sit still 
and wait for customers to stroll in of their own 
sweet will. He had to stimulate volume of trade 
because he had to have the money. 

Now, after an interval of years, look on this other 
picture. A large, prosperous and profitable retail 
business. Operating capital enough to enable the 
store to take advantage of merchandising opportu- 
nities as they arise. An enviable financial rating 
with the banks and with the trade. Manufactur- 
ing connections marked with the greatest good will 
and the fullest disposition to cooperate and give 
the best of service. Entire freedom from financial 
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pressure and worries, either personal or business. 
Private possessions that count as wealth among 
merchants; a fine modern home; everything to 
make life comfortable and luxurious. 

To run a business that way requires nerve, cour- 
age, the spirit of adventure, a long look ahead and 
an ambition to build for permanence. And is it not 
by far the best way? 





Too Eager to Sell 


SALESMAN who does not make an earnest 

effort to sell his customer is not much of a 
salesman. Yet there is a point where sales effort 
should ease. It is possible to be too eager. 

It never pays to make a sale that is not 100 per 
cent right. Sell the right shoe, the right size, the 
right shape for the foot, the style of shoe that suits 
the customer’s taste and preference and that there- 
fore promises to be a pleasure-giving purchase, the 
type of shoe that is likely to give comfort and sat- 
isfaction in the service that wiil be required of it. 
The salesman’s honest ambition to sell satisfac- 
tion, not only at the moment of purchase but for as 
long as the shoes are in use, is his best guide as to 
what shoes to show the customer and what to say 
to her about them. 

Better to lose the sale than to make a dissatis- 
fied customer. For your courtesy and considera- 
tion and the sincerity of your service, though the 
customer may not buy at the time, will bring her 
back another day. But if you complete the trans- 
action in a way that 
creates dissatisfac- 
tion, you drive a 
customer away 
from the store prob- 
ably forever. 

This happened 
the other day. A 
salesman, in his de- 
sire to make a sale, 
used specious argu- 
ments, colored his 
statements with un- 
reasonable and fool- 
ish speech to make 
his words sound 
plausible, spoke 
half-truths to win 
the customer’s con- 
fidence, slightly 
misrepresented the 
merchandise, sold 
something he knew il 
was not right, / 
caused the customer emis 
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customer to return with a complaint which re- 
quired adjustment by the store, and was responsible 
for the loss to the store of $12.50, the price of the 
pair of shoes he sold. It required the net profit 
on the sale of several pairs of shoes to balance the 
financial loss incurred by the store in this one 
transaction. For loss of good will and loss in cus- 
tomer confidence, the store may never be reim- 
bursed. 

Sell your customers right, or don’t sell them at 
all! 





“No Children or Dogs” 


HE above sign appears in many apartments 

and hotels. It might be displayed in some 
shoe stores. So little attention is given to chil- 
dren’s shoes in the majority of stores one might be 
led to believe the shoe men of today have forgotten 
the little folks entirely. An important asset of to- 
morrow, sadly neglected for today’s “Volume.” 


“It Can’t Be Done” 


N one city the shoe stores sell certain kinds of 

footwear at high prices and in another city only 
a little over one hundred miles away the same types 
of shoes are sold at low prices. The low price 
fellows will tell you “It can’t be done here, our 
trade is different.” But they would be amazed to 
know how many people are driving to the other 

a——~~.. city to buy those 
ee high-priced shoes. 
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Riding Boots 


HE very rich 

are turning 
their attention once 
more to horseback 
riding since the 
automobile has be- 
come such a com- 
monplace thing. 
More. riding boots 
are being made 
than for many 
years. A dealer in 
any city having a 
large idle class,* or 
wealthy patronage, 
will do well to con- 
sider this and dis- 
play some snappy, 
well-made, high- 
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priced riding boots 
to his customers. 
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‘SHOEMAKER to the mighty— 

Thomas Guthrie of Newark, 
N. J., who has made shoes for the 
late President Roosevelt, the Rock- 
efellers, E. H. Harriman and oth- 
ers. But he never made shoes for 
the mighty kicker below, Miss 
Madeline McMahon, who kicked off 
at a recent match in New Orleans. 
Nor have his dreams ever been 
cluttered up with visions such as 
these Caroline McKinely dancers. 
This dance is known as “Welcom- 
ing the Autumn,” in case you don’t 
happen to know it. 
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ROVIDENCE, R. L, and Ber- 

lin, Germany, never have been 
able to agree on what is the “going 
thing” in style. At the right, for 
instance, is pictured a model used 
by the Shepard Company of Provi- 
dence to exhibit Sorosis shoes of 
Vode kid. Equally assertive are 
the snakeskin boots below which 
recently trod the streets of Ger- 
many’s capital city. 

At the bottom are “some feet” 
—those of A. A. Ames, who walked 
barefoot from Erie, Pa., to Los 
Angeles. 
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Measuring the Efficiency of 


Your Salesmen 


The Whole Story on One Card—A Good System 


OW many prospective cus- 
Here: who enter your store 

are sold before they leave? 
What percentage of those handled 
by a certain salesman make a pur- 
chase? Can you answer such ques- 
tions as these which will show defi- 
nitely the efficiency of your sales- 
force and the ability of individual 
salesmen? 

The Walk-Over shoe store in Mil- 
waukee, Wis., has evolved a method 
for obtaining this information which 
is simple, but very successful. Not 
only can the work be handled in a 
more efficient manner, but the sales- 
men apparently realize that individ- 
ual work will be recognized and for 
this reason are stimulated to greater 
effort, as the percentage of cus- 
tomers sold has increased since the 
plan was put into operation. 

A floor manager supervises the 
work of the sales force at the Walk- 
Over at all times, and in case of his 
temporary absence from the store, a 
member of the sales force takes his 
place. This floor manager keeps an 
accurate record throughout the day 
from which many interesting facts 
may be obtained. In his hand at all 
times is a card ruled into several 
columns. In the first column are the 
initials of the salesmen. The sec- 
ond column is filled in as the day 
progresses. The salesman who is 
down first in the morning is the first 
to appear on the list, and the others 
follow accordingly. In the same 
manner, the first salesman listed is 
given the first customer. 


ITH this explanation, let us 

suppose a woman enters the 
store. The floor manager greets her 
at the door, and she is shown to a 
seat. Then, the salesman appearing 
first on the list is called to take the 
customer. Each seat is numbered, and 
the number is placed in the column 
opposite the initial of the salesman. 
When another customer enters, the 
same plan is followed, and the next 
salesman called. As soon as a man 
finishes with his customer, his initial 
is again placed on the card below 
the others. In this way a fast sales- 
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At the end of the day, when this slip 
is made out, the manager knows what 
percentage of prospective customers 
has been sold by each salesman. Ex- 
changes and returns are also listed 
against the salesman’s name or let- 
ter, and turnovers can also be kept 
track of. It also shows the number 
of people who entered the store dur- 
ing the day and is a scientific meas- 
ure of the efficiency of the sales force. 


man has the opportunity of waiting 
on as many customers as he can 
handle. without waiting for a slow 
man to finish one and take a second 
in turn. At the end of the day, the 
floor manager checks up the sales 
slips to determine how many of the 
customers each salesman sold out of 
the number turned over to him. 
These totals are then placed on a 
permanent record. 

However, the matter does not end 
there. If the shoes are exchanged 
or returned, this is also recorded on 
the salesman’s record, so that if he 


_ each 


sells 85 per cent of his customers 
and 2 per cent are exchanged or 
returned, this: deducts from his 
average. 

Provision is also made for cases 
in which a customer is turned over 
to another salesman. If the first 
man is unable to sell the customer 
but thinks there is some chance of 
their being sold, he asks for a turn- 
over. The floor manager looks over 
the initials of the men who are not 
busy and selects one whom he be- 
lieves is good for taking turnovers. 
If he succeeds in making the sale, 
he is credited with the customer by 
having the number of the seat placed 
after his initial and a line crossed 
through the initial and number of 
the first salesman who handled this 
customer. If he fails to make the 
sale, the. customer remains as the 
prospect of the first salesman, and 
the loss of the sale counts against 
him rather than the man who took . 
the turnover. . 


6 Y this record we are able to 
measure exactly the efficiency of 

salesman,” stated Robert 
Weaver, floor manager of the Walk- 
Over. “If a man sells 80 per cent of 
his prospects, we know he is a fair 
salesman. If he sells 90 or 100 per 
cent, we know he is very good. And 
if he falls below 75 per cent, we real- 
ize that he needs to be jerked up a 
little. It is said that a good salesman 
should sell between 85 and 100 per 
cent, but I believe the average over 
the country would run about 75 per 
cent. 

“Another advantage of this plan 
is that we can keep track of the 
value of our ‘advertising,’ he con- 
tinned. “We have a record of every 
customer who enters the store, and 
by figuring up the cost of our ad- 
vertising, we know just how much 
it costs to make a customer put her 
foot inside our door.” 

The effect of the plan on the sales- 
man is apparently the most valuable 
Yesult of the record. Mr. Weaver 
states that the average number of 
sales made by the sales force as a 
whole has showed a steady increase 
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since the record has been kept. The 
salesmen at first laughed at the idea 
of having a record of their prospects 
as well as their sales, but now they 
take it more seriously as they realize 
that if they want a raise the man- 
ager will know just how deserving 
they may be by means of this record 
of prospects, sales, exchanges and 
refunds. 

A minor advantage of the plan 
has come to light in connection with 
the ever-present question of getting 
salesmen to put away the shoes they 
have been showing, after the cus- 
tomer leaves the store. When shoes 
are found lying around on the chairs 
or the floor, the 
tendency is for 
every salesman to 
maintain he 








and D. They are given their cus- 
tomers in order, and the seat num- 
bers are placed after their names. 
K finished first and so his initial re- 
appears on the card. But D was the 
next one through, and R third, so 
that L now follows them instead of 
coming after K. 

In this case, F had some difficulty 
with his customer and asked for a 
turnover. As K was the best man 
on a turnover, he was given the cus- 
tomer and sold her. No. 12 was then 
placed after his name, and the lines 
were drawn through F so that he 
was not credited with either the cus- 
tomer or the sale. The initials of 


jac] Che “Gitty” Netws (a=. 


BOOT AND SHOE RECORDER 89 





F and K will appear next on the 
card, and D is ready for the next 
customer. 


Feature Evening Slippers and 
Cash In 


Formal dress, side-tracked by the 
war is returning to its proper place 
again. Shoe merchants throughout 
the country report that the volume 
of business in evening slippers this 
year has exceeded expectations. No 
little credit for this fact is due to 
the elaborate displays which have 
been devised to attract public atten- 
tion to these necessary accessories 
of the evening 
costume. 

In most cases 
the use of fabrics, 
fans, etc., along 
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knows nothing 
about them. But 
when shoes are 
found around wsit= 

seat No. 20, and === BIG 
this seat number ‘=... 
has been placed csirzs= 
opposite the = 
salesman’s initial, = 
responsibility can === 
be fixed. And = 
each salesman 
must face the 
fact that he can- 
not serve another- 
customer until he 
has returned the 
shoes to their 
proper place. In 
addition, a 10 
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PUBLISHED BY HOUSTON’S LARGEST. SHOE STORE FOR THOSE WHO HELP SANTA CLAUS 


Germs KRUPP & TUFFLY’S CALLED “THE 
‘GIFTY STORE” BY SANTA CLAUS 
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with the showing 
of shoes, adds to 
the attractiveness 
of the display. 
Many ideas have 
been worked out 
to get away from 
ies «the stereotyped 
=~ displays. 

= William FEast- 
* wood & Son Co., 
Rochester, N. Y., 
featured party 
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Main Street store 
with a display of 
the latest in wo- 
men’s footwear, 
with a dancing 
girl in the back- 
ground to call at- 
tention to the dis- 
play. Thousands 





























of tiny pieces of 
leather and bro- 
caded materials, 





UCONN HOE ee eee He eR eee ee ees, 








day is able to tell 
at a glance how 
many salesmen 
are free to wait 


ap 
H 


tat bere te peer eener 
(2) 6 mene cme Somes Nee 








on customers, as 
those who are 
busy have the 
seat number 


































after their initial, Te:5325| 7“ 
err oo 

and their initial =:=57" Mescss Se 

reappears lower =====5: eae SESE 

down as soon as SS a 

they are free. po tS HELP MEX BUTDNG KS 

The enclosed 2-355 aie ee ape 
card is an ex- S-s>= SSSs: aes 


ample of the rec- 
ord kept by the 
floor manager 
throughout the 
day. In this in- 
stance, K was 
the first to arrive 
in the morning, 
followed by L, R 


clippings from 
materials from 
which evening 
slippers are made, 
were used to 
make the dancing 
girl’s costume. 
The scraps were 
clipped and glued 
to a black velvet 
background to 
make the girl’s 
costume and the 
face and arms of 











Michael Murphy, advertising manager of Krupp & Tuffiy, in Houston, 

Texas, was responsible for this piece of holiday advertising—a com- 

plete, four-page newspaper of which page one is reproduced above. 

Inside pages and back page were devoted to well laid out display adver- 

tisements of shoes, hosiery and other accessories. It was mailed to a 

long list of good names on the store’s prospect lists and had begun to 
pull well within a day or two of the time it was sent out. 








the girl were done 


the gown of the 
figure, bits of 
gold, silver and 
brocaded cloth 
were glued on the 
background in a 
leaf design. 


in oils. To make, 
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“I Would Rather Underbuy—” 


“Billy” Secombe, Sole Owner of San Diego’s Banner Store, Traces 
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His Success Back to the Day When He Caught the Silent Partner 
Swiping a Grain Sack—He Was Watching Stock Then— 


‘6 EY! You! Where you 
He with that grain bag? 
Put it right back where 

you got it!” 

The speaker was a small boy in 
a country store away up in the 
placer mining country of northern 
California. The person addressed 
was a bearded, bronzed old fellow 
who looked like a rancher with a 
fondness for empty grain bags. He 
turned to the boy and replied: 

“Oh, it’s all right, sonny, I am 
one of the owners of the store—a 
silent partner that you 
have not become ac- 
quainted with yet. But 
you are right, son, al- 
ways keep a sharp eye on 
the stock.” 

Right there and then 
did Billy Secombe begin 
his vigilance and never- 
ceasing attention to the 
most essential part of 
good merchandising — 
keeping an eye on the 
stock. 

The subject of this 
sketch, William E. Se- 
combe, was born at 
Placerville, California, 
near the scene of the 
first gold discovery. It 
may have been the en- 
vironment, or the inspi- 
ration of the romantic 
surrounding, that im- 
parted to him as a youth 
the desire for adventure 
and conquest. Certainly 
he has had a career of 
unusual interest. From 
the day he halted the 
“silent partner” in what 
appeared to be the pur- 
loining of a grain bag, - 
he has been alert to the 
shoe man’s best slogan: 
“Watch your stock.” 

At the age of ten years 
he was employed in a 
country store and bank. 
Here he functioned as a 
general utility boy and 
absorbed the rudiments 
of merchandising in the 


Francisco. 


and Has Been Ever Since 


best school of retailing a young 
man can have. At the age of 19 
he was actively engaged in the 
banking end of the business. The 
call of shoes would not be stilled, 
however, and he engaged in the 
retail business in San Francisco in 
1907. 


FTER nine years he removed to 
Santa Barbara, where he estab- 
lished and conducted the “Elite” 
shoe store for two and a half years. 
Seeing a greater opportunity in 





William E. (Billy) Secombe started work in a coun- 
try store when he was 10 years old. That was up in 
Northern California. At 19 he was in a bank. In 
1907 he engaged in the retail shoe business in San 


Nine years later he opened a store in 
Santa Barbara, then changed his base of operations 
to San Diego, where has been ever since. 


Southern California, he changed his 
base of operations to San Diego, 
where he became the partner of 
Harry J. Lewis, of the Lewis Shoe 
Co. In 1919 he bought the business 
from Mr. Lewis and has since then 
conducted it. The store at the corner 
of Fifth and C streets is one of 
the finest establishments in the 
state. Beautifully fitted for the 
retailing of shoes, with all the 
modern conveniences, the Lewis 
Shoe Co. is one of San Diego’s show 
places. 

Mr. Secombe is promi- 
nently identified with all 
civic matters, a member 
of all the clubs and or- 
ganizations of worth. 
His prosperity has not 
spoiled him. He is “Bill” 
or “Billy” to his- friends. 

“The success of a small 
dealer, or new beginner,” 
said Mr. Secombe, “de- 
pends upon two important 
factors: First, bear in 
mind that it is much bet- 
ter to underbuy than to 
overbuy. Overbuying has 
been the undoing of many 
young merchants and is 
one of his worst tempta- 
tions. 


| NOTHER _ tempta- 

tion that gets the 
inexperienced merchant 
into trouble is following 
the advice, or the selec- 
tion of styles, of the big 
city buyer, or the selec- 
tion of styles different 
than those required in his 
locality. When given the 
proper thought and in- 
telligence, it is quite evi- 
dent that a certain nov- 
elty which would prove. a 
volume seller in big cities 
would not prove to be a 
success in other towns or 
cities. 

“The second factor of 
great importance to the 
young merchant is that 
of watching the details 


(CONTINUED ON PAGE 48) 
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street store, New York, sell 
“four doubles” to the “impossible” 
customer, but every salesman in the 
store does it. Ben Livers is known 
in his organization as “The greatest 
stimulator of double sales in the 
country.” He likes to “tackle” the 
woman with the very small or very 
large feet who says—“I have been 
all over town and can’t just find what 
I want.” 


ND not only does Ben Livers 
of I. Miller & Sons’ 42nd 



















The big footer and the little footer 
are having “fits,” because they have 
not been able to get “fits’—-But they 
decide to go inside—See picture above 


This new and uninitiated customer 
oft comes into the store wearing a 
very much discouraged look—she 
looks about despairingly and gasps 
hysterically, “Can you fit me? I 
wear a size 1”; or perhaps she says, 
“114 or 2”; or again she may say, 
“My size is 84% AA” (or “9A or 
9 AAA”). I don’t suppose that you 
ean fit.me.” 

To the surprise of the woman, she 
is fitted and if, by any chance, the 
salesman fitting her has not “got 
busy” in the direction of more pairs 


sold, Manager Livers, who is all the 


time keeping a watchful eye on the 
man at the fitting stool, says to the 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


He Sells “Four Doubles” to the 


“Impossible” Customer 
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Big feet and little feet—all look 
alike to the salesman who knows 
how. And the ladies are SO grateful! 


lady very pleasantly, “Madam, I 
heard you remark that you have a 
difficult foot to fit and have been all 
over town trying to find a pair of 
shoes to fit that foot of yours. We 
have been very fortunate in getting 
for you a size that exactly fits. It 
has been a remarkable case—as you 
will admit—but we have done it. 
Now that we have given you just 
what you want in this size and style, 
why not buy your shoe wardrobe 
right now so that you may be fitted 
here, where we have just the 
right size in shoes for the afternoon, 
or evening, or business, or house 
wear—it will save the wear of the 
shoes you have just bought—and will 
thus save you money in the end— 
through the longer life of the shoes 
—and, moreover, it will keep your 
feet in. good condition by always 
wearing just the right size?” 

Result—the madam _ purchases 
three more pairs—and sometimes 
four—sometimes five or six pairs. 
She has a sense of gratitude that 
here is a store and a salesman who 
is solicitous as to her foot health, 
and is desirous of saving her pocket- 
book and her time. 
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In addition to the woman who is 
hard to fit, there is the woman who 
is easy to fit. How is it possible to 
sell more than one pair to this lady? 
Some women of this type have al- 
most perfect feet—they can be fitted 
in almost any store in town. Ben 
Livers is alert in these instances, 
also, as is his sales force. He has 
conferences with them every week in 
the year and they all know how to 
“put it over” on the “four doubles.” 

This is the way the easy-to-fit cus- 
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This is the way the high-powered, 

“four doubles” salesman operates. It’s 

easier to sell four pairs than one— 
sometimes 


tomer is sold. Let us suppose, for 
instance, she has purchased a pair of 
dress shoes at $16.50. The argu- 
ment would be about in this fashion: 

“Madam, you have just purchased 
a very lovely pair of shoes—you have 
shown such good taste in your selec- 
tion. They are beautiful, are they 
not?” The lady usually readily ad- 
mits all these points. “Well, now, it 
would not be fair to -these shoes to 
wear them on all occasions. We 
have a shoe which would be most ap- 
propriate for lesser functions at 
$12.50—and to save you the trouble 
of hunting around again to get just 
what you want, how about this shoe 

















42 


for another occasion—for business 
or sport or dress?” as the case may 
demand. 

The general rule is—Always sug- 
gest to a woman with the easy-to-fit 
feet just the opposite in footwear to 
the pair she has bought—and get the 
wardrobe idea into her mind. 

With the hard-to-fit customer the 
wardrobe idea the’ more readily ap- 
peals—in fact, the hard-to-fit cus- 
tomer is really, according to Mr. 
Livers’ definition, the easiest to 
whom to sell the “four doubles.” In 
his stock of 50,000 pairs or more 12 
per cent of this is devoted to the very 
small and very big sizes. 

And the customers are always eter- 
nally grateful! 














The ideal salesman is one who 
knows his book—and this one thinks 
he knows all of ’em 


Who Is the Ideal Salesman? 


The Question Is Answered by Five 
Retail Shoe Merchants 


Ask any retail shoe merchant what 
makes a good salesman and you will 
find that on certain things he agrees 
with his competitors. But ask him 
what is the ideal shoe salesman and 
you may receive almost any kind of 
an answer. A canvass of retail shoe 
merchants in Brockton, Mass., re- 
cently produced varied expres- 
sions of opinions regarding what 
is most essential in a salesman, 
many setting forth the same qualities 
which the salesman should possess, 
but the order was different. On the 
question of an ideal salesman, one 
retail merchant, who is a leader and 
most progressive, was quick to an- 
swer, “There is no such thing.” In 
explanation of his contention he said, 
“There is no ideal person in the 
world.” Other proprietors and store 
managers regarded capable, ener- 
getic salesmen as ideal. 

When the first retail merchant 
visited was asked to state what re- 
quirements he made in hiring sales- 
men, he hesitated a moment, saying 
that ‘the subject had been covered 











Old man Santa Claus knows what 
goes to make up the “Pep” Christ- 
mas stocking 
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May Your Christmas 
Stocking Be Chuck 
Full of “Pep!” 


“What’s Pep?” 


Vigor, Vitality, 
Punch— 
That’s Pep! 
The courage to act on a sud- 
den hunch— 
That’s Pep! 
The nerve to tackle the hard- 
est thing, 
With feet that climb, and 
hands that cling, 
And a heart that never forgets 
to sing— 
That’s Pep! 


Vim and 


Sand and grit in a concrete 
base— 
That’s Pep! 
Friendly smile on an honest 
face— 
That’s Pep! 
The spirit that helps when an- 
other’s down, 
That knows how to scatter the 
blackest frown, 
That loves its neighbor, and 
loves its town— 
That’s Pep! 


To say “I will”—for you know 
you can— 
That’s Pep! 
To look for the best in every 
man— 
That’s Pep! 
To meet each thundering 
knock-out blow, 
And come back with a laugh, 
because you know 
You'll get the best of the 
whole darned show— 


THAT'S PEP! 


Nunn-Bush Sales Bulletin. 


From 


=| 
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millions of times from all sorts of 
angles, but before many minutes had 
elapsed he was telling in detail just 
what he believed about the matter. 
“First, tne prospective salesman 
must know snoes; Second, he must 
understand the foot; Third, he must, 
because this is a shoe manufacturing 
city, know shoemaking; Fourth, he 
must be neat in appearance and 
courteous to the public; Fifth, he 
must learn how to fit feet accu- 
rately.” 

Should an applicant for a position 
on the sales force have the essentials 
set forth he is believed by this mer- 
chant to have the background which 
will enable him to become a success- 
ful salesman who would be an asset 














This is the patient salesman—he 
has been fitting this customer all 
afternoon. The lady has already 
con, d to him that her first name 
is Patience—to which the salesman 
has added, under his breath—“Pest”’ 


to any shoe store. If the applicant 
measures up to the mark set, he is 
hired. Only once did it happen that 
this retail merchant “fired” a sales- 
man. It so happened that Mr. 
Salesman was granted time off for a 
hunting trip and failed to return in 
time for a clearance sale. When he 
did reach his home he found a tele- 
gram from the “boss” that he might 
continue “hunting’”—this time, for a 
new job. 

The chain store manager stresses 
salesmanship as the first essential of 
the salesman and places knowledge 
of styles second in the list. “The 
salesman must sell himself to the 
customer first and then sell the shoe,” 
he says. “Patience is necessary; it 
is what makes of some salesmen won- 
derful successes. One of our for- 
mer salesmen was the most patient 
I have ever seen. He never com- 
plained when he spent the greater 
part of an hour with a customer; in 
fact, he seemed to regard it as a 
privilege that the customer would 


_give him that much time to try to 


satisfy her. 
(Continued in January “Retail Shoe 
Salesman” ) 
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Problem Prize Winners 


Karn “Recorder” Money 
He Cleared ’Em Up to Last Pair 


tion in the November issue of 

The Retail Shoe Salesman, 
“How Do You Memorize Your Stock 
So as to Prevent Accumulation of 
Odds and Ends?” brought us a 
“flock” of answers. The retail shoe 
people of the country are evidently 
doing much real headwork on this 
stock-keeping question. 

The very best letter came to us, 
via fast air mail, all the way from 
the Pacific Coast and the first prize 
for this month is awarded to Will 
Kestner of Red Bluff, Cal. The sec- 
ond prize goes to Harris L. Austen 
of the Dixie Shoe Store, 17 North 
Howard Street, Baltimore, Md. 


T HE problem presented for solu- 

















This is Speedy—the boy who handles 
"em fast 


This is what Will Kestner had to 
say as to “Clearing Up Odds and 
Ends”: 

“T believe that I have assisted my 
employers materially in disposing of 
short lines of shoes and will outline 
the methods employed. 

“In the first place, I have culti- 
vated a keen desire to see and work 
with as clean a shoe stock as possible. 
This, I believe, is most important of 
all. After one has this desire, the 
carrying out is a secondary matter. 

“By a constant study of the odds 
and ends, familiarizing myself with 
the sizes, fitting qualities and lasts, 
I always have them in mind and feel 
quite certain the shoe will fit before 
I display it to the prospect. 

“As an illustration, I cite as an 
example a case occurring a few days 
ago. The first thing in the morning 
I went over the short lines and noted 
one lone pair of shoes which had been 
on the shelf for a considerable time. 
I decided to try and sell it by closing 
time. Awaiting an opportunity, late 
in the afternoon I had a customer 


Problem for December 


Shall Stock Be Racked 
According to Line or Size? 


Your ideas as to how stock 
should be kept will bring you 
$10 if they are the best—$5 
if they are the second best. 

Let us know how your store 
takes care of its stock—or how 
you think it should be done. 
The newest idea is “racking” 
according to size—but per- 
haps you think that stock 
should be placed on the shelves 
according to line. 

Every real salesman knows 
the importance of having a 
stock that “looks right up” at 
him at just the time when he 
is trying so hard to find the 
right size and kind that will 
make the sale—the customer 
is probably in a hurry, too— 
and there are other customers 
waiting. 

Only men and women 
actually engaged in selling 
shoes and hosiery at retail in 
shoe stores and departments 
are eligibie to enter this con- 
test. 

As stated above, we will 
award a cash prize of $10 for 
the best article on the above 
subject; $5 for the second best 
article. Address your answer 
to “The Editor of the Retail 
Shoe Salesman,” Boot and 
Shoe Recorder, 207 South 
Street, Boston, so that it will 
reach here not later than Jan. 
2, next. 

The winners will be an- 
nounced in this department, 
dated Jan. 16, 1926, 





whom I felt quite sure the slipper 
would fit. I showed the lady sev- 
eral of our newer shoes, and then 
brought out the pair referred to, 
tried it on, explained its merits 
and appealed to her sense of sav- 
ing by telling her the reduced 
price (as our employers usually 
slightly reduce the price of short 
lines), also casually mentioning that 
she could purchase a pair of chiffon 
hose with the saving. The result 
was she bought both articles. 
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She Sewed on Some Buttons 
and Made $168 Sale 


BosTonN.—Two plainly dressed, 
middle-aged women walked quietly 
into the Thayer McNeil! Co.’s Boyls- 
ton street store one day recently. 
TLey were strangers at the store. 
One of them pulled from her bag a 
gaiter from which two or three but- 
tons were missing. “Can you have 
some buttons sewed on for me—and 
how long will it take?” she said. 

“The customary way,” relates 
Miss N. E. Emerson, the young 
woman behind the hosiery counter, 
to whom the request was made, 
“would have been to have sent the 
gaiters to the repair department of 
the downtown store. But that would 
take time and I assumed that the 
lady was in a hurry, so I thought to 
myself—‘A little service here will be 
in order.’ I therefore asked: ‘Do 
you happen to have the buttons with 

















This isn’t one of those “Sews 


The blank referring to 


your—!” 
some poor relative 


The lady replied by taking out the 
three missing buttons. “You may 
have these gaiters in about ten min- 
utes,” answered Miss Emerson. “I 
will sew them on for you myself.” 
The two women left the store and in 
about ten minutes returned. 

“Thank you so much,” said the 
older woman. “Do you happen, by 
any chance, to have hoisiery?” 
“Why, yes,” replied Miss Emerson. 
“Right here.” “Well,” said the 
woman, “show me some in evening 
shades.” Miss Emerson showed her 
some at $4.00 the pair. The older 
woman held a consultation with her 
companion, who proved to be her 
secretary. 

“You select them,” said the secre- 
tary to Miss Emerson. “We are go- 
ing to buy seven boxes, half a dozen 
pairs in each box, in the shades 
which you think would be the best 
for some young women friends of 
this lady’s, and for the sizes, seléct 
the usual ones. We had not 
thought of hosiery at first. We 
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“We're sure getting it here boys— 
A ‘Wow’ of a world series!” 


came in to get the buttons sewed on 
the gaiters because we knew this 
was a shoe store, but we liked your 
service on the buttons very much 
and so we thought that we might 
make some of our Christmas gifts 
on hosiery and purchase it here.” 

Miss Emerson selected pastel 
shades—four boxes of 91% and three 
of 9, six in each box, at $4.00 the 
pair. The lady signed her check for 
$168. She could as easily have writ- 
ten it for one hundred times that 
amount, for she was one of Western 
Massachusetts’ wealthiest women. 

And it all happened on account of 
a gaiter that needed to have its but- 
tons sewed on, and the fact that the 
saleswoman behind the hosiery 
counter cheerfully stopped, in the 
midst of a multitude of things to do 
on a busy day, to give a little extra 
service. 


Milwaukee Merchants En- 
tertain Salespeople 


MILWAUKEE—The Milwaukee Shoe 
Retailers’ Association “pulled off” 
a big banquet for their salesmen 
and saleswomen last month. A 
speaker from LaSalle Extension 
University Extension Course gave a 
talk on “How to Sell Shoes.” There 
was vocal and instrumental music. 
A banquet and good time for the 
salespeople was given last spring 
with such marked success that the 
event of November was decided 
upon. Such a constructive and en- 
tertaining “meet” was held this fall 
that the next one is already being 
eagerly anticipated by the sales boys 
and girls of the stores in “the big 
burg of the Badger State.” 


Irving Wheeler Manager 


BostoN—Irving E. Wheeler is 
now in charge of the second floor of 
the 47 Temple Place and 15 West 
Street store of Thayer McNeil Com- 


pany. 


“What's New in 


the News?” 


Radiograms Regarding Retail 
Shoe Salespeople 


Los ANGELES, CAL—Fred E. 
Barnes has recently been appointed 
manager of The Vogue Boot Shop 
at 2306 West Seventh Street. The 
Vogue is an exclusive women’s nov- 
elty shop, catering to the high grade 
trade. 

Prior to making this connection 
Mr. Barnes was for four years as- 
sistant manager of the Watkins Boot- 
ery at Santa Ana, Cal. He has been 
connected with several of the large 
stores in and around here for the 
past ten years and has a host of 
friends. 

Fred writes that his shop and 
shop’s name is on the RECORDER’S 
subscription list and that he enjoys 
reading each week’s edition. 


CLEVELAND, OHIO—Paul G. 
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London Has Clerks’ Assn. 


“Our retail shoe salespeople 
cousins” ’cross seas have a “clarks’” 
Association— at least, that is the 
way they pronounce the name. Offi- 
cially it is known as The British 
Association of Shoemen, composed of 
influential boot and shoe manufac- 
turers, heads of chain stores, retail 
shoe merchants, and the retail shoe 
salesmen. From the first . three 
groups, the presidents of the associa- 
tion are usually chosen. Sir Edward 
Penton headed the association last 
year, this year, it is Fred Gibberd 
of John Gibberd, Ltd., Upper Nor- 
wood (near London) head of a 
family chain store. The B. A. S. M. 
hold two meetings monthly—one of 
which is devoted to education exclu- 
sively and which is addressed by an 
authority in the shoe trade; the 
other meeting being devoted to con- 
certs, dances, and light amusements. 
It costs the retail shoe salesmen 5s., 
(or about $1.25) a year for mem- 
bership in this association, with 
suppers charged up as extras—the 
manufacturers contribute very liber- 
ally. 


Hoover, for the past five years buyer 


for the George R. Taylor Co. at 
Wheeling, W Va., is now manager of 
the women’s specialty shop of the 
Stone Shoe Co., 1364 Euclid Avenue. 


The Salesman ‘“Filoso- 
fer Filosofizes”’ 


(If you have a new one, send 
it on) 








Some customers are so ab- 
sent minded that they forget 
everything except to make 
complaints to the boss. 


A man must either make 
way for himself or make way 
for others. 


The policeman with the big- 
gest stick is your conscience. 


Walk and be Healthy, says 
the shoe salesman. Ride and 
Be Healthier, says the automo- 
bile salesman. And yet even 
an auto must have shoes. 


Many a “doggy” 
“snaps” up a line. 

Stick to stock work consci- 
entiously, says the “Boss,” if 
you don’t want your stock to 
“stick” you. 

Many men look ahead in 
buying footwear into the 
sweet buy-and-buy. 


shoe 


~ vited - by 


Greenwood Delegate 
to Chicago 

BostonN—F red N. Greenwood, 
president of the Boston Retail Shoe 
Salesmen’s Association, was elected 
at the December meeting of that or- 
ganization as a delegate to the Na- 
tional Shoe Retailers’ Association, 
Chicago, Jan. 7-9. 

President Greenwood has been in- 
.Manager George M. 
Spangler to give a talk on “How to 
Get More Shoes Sold Right Through 
Salesman-Merchant Cooperation.” 

President Greenwood will also sug- 
gest that a National Association of 
Retail Shoe Salesmen be formed, to 
operate on the same educational and 
cooperative basis as the Boston Re- 
tail Shoe Salesmen’s Association, 
now in existence since 1914. 














surely and sold — 
soochinbe 2 eatisfactorily 
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Composite Size Sheets Best Aid 


TE have 
junked all 
our size 


sheets in our wo- 
men’s department 
as an aid in future 
buying. Separate 
size sheets are ab- 
solutely valueless 
to the buyer. The 
only thing that is 
taken when I go 
to market four 
times a year are 
three composite 


UNVQUANUGUOUUNALOUOANOCONeNONGNdAN ANNONA AL 


tell of the sizes on 
hand of the shoes 
that retail for less 
than $10, at $10, 
and $10 up. The with the 
only thing that is 
considered in the 





present _ stock, 
when buying, is 
the s1zes. : shoes in the 


Today it is not 
a question of price, 
but style—conse- 
quently we must 
have that style as 
it is developed. 


naan 


HEN a retail shoe 

merchant has built 
up a business that totals 
seven figures (and no dec- 
imal point in said figures) 
he may well afford to have 
hobbies. Mr. Wachenheim 
has two. One is just golf. 
The other is being an ac- 
tice vice-president of the 
Touro Infirmary, a charity 
hospital, Neither of these 
important side issues af- 
fects his clarity of thought 
size sheets, which ae ae bi 
born in Germany, thought 
better of it, so came to 
Boston when he was 16 
years old and got a job 


Clothing Co. 
years later he decided 
that the shoe business of- 
fered more opportunities, 


in Buying 


By Albert Wachenheim 


Imperial Shoe Company, New Orleans 


Buyers must be 





A. Shuman 
Several 


so he hooked up with Keiffer Bros. This firm sent him selling 
uth with New Orleans as his headquarters. 
Enough money was saved on his salary (not on his expenses) 
to start a retail shoe store. That was 35 years ago. 
While his private office is on the fo’ 
finds Mr. W. on one of the lower selling floors, where he is 
to fathom the buying impulses, so that he may give the 

public what they want, before they know what it is themselves. 





floor, one generally 


wide awake, ever 
on the lookout for 
the factory that is 
turning out the 
best patterns, 
coupled with the 
best workmanship, 
for a manufac- 
turer may have a 
most commonplace 
line this season 
and next time have 
a couple of world 
beaters. 


Wnt 


HE staple busi- 

ness is down to 
a minimum, for the 
women are edu- 
cated to expect 
something new all 
the time. Conse- 
quently most 
stores must have a 
general clearance 
twice a year. Hav- 
ing a sale oftener 
or of too long 
duration is apt to 
interfere with the 
sale of regular 








This means that 
orders are placed 
only with those manufacturers who 
can give us four to six weeks’ de- 
livery. This shuts out the product 
of several good factories from whom 
we would like to buy, but quick style 
service is paramount. 

All the country follows the style 
lead of New York City, but in one 
particular way this leadership has 
definite advantages for New York 
stores. Shops there may specialize 
and concentrate on a few models, but 
the outside big city stores that are 
looked up to in their communities 
as style leaders must needs carry a 
wider and longer range of brand new 
shoes than the New York City 
stores. 

In buying women’s shoes at the 
present time, one must have a de- 
cided taste for beauty and harmony, 
as one picture will appeal to one 


person and an entirely different pic- 
ture will appeal to someone else; so 
it is with shoes. The eye must be 
pleased. A buyer must have the 
knack of picking good styles. This 
comes only from the fullness of ex- 
perience, coupled with the sense of 
knowing that which looks right. A 
style analyst should be able to look 
through half a dozen lines and, with- 
out effort, choose the best sellers in 
each line. 

New Orleans is not a city of ex- 
tremes in styles. For example, 
while the wide toes are good in 
Texas and the narrow toes right for 
New York, our city wishes the me- 
dium. The high grades, that is 
those retailing from $12.50 up, 
closely follow the New York ideas, 
while the medium and cheaper 
grades conform to local customs. 


priced merchan- 
dise. Also too fre- 
quent sales hurt the standing of a 
store. 

Modern shoe stores are witness- 
ing a very remarkable development 
in the sale of evening slippers. 
There have never been so many 
kinds or so many beautiful models 
to tempt the feminine eye and purse 
as there are at the present tine. 
It. was only a short time ago thai 
the average woman who dressed for 
the evening would make one pair of 
white satin evening slippers go for 
a whole season. Now she must have 
several different pairs. The present 
mode in costumes calls for distinc- 
tive, harmonious footwear, where 
previously the satin slipper answered 
all purposes. This change is due to 
the fact that dressing is more elabo- 
rate and that the new style of 
dancing is much harder on footwear. 
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Letters and figures are cut-outs. The background is a loosely draped curtain. 





Stunts for New Year Windows 
Freshen Up a Bit After Christmas 


trial heat for the New Year on displays of new footwear and ac- changed. The air is alive with 
speed and by the time the cessories that will add interest to vibrations of success for all. And 
Santa Claus folks have been taken the arrival of Year 1926. They into the window of the shoe mer- 
care of the shoe merchant will have should be showings that are equal 
got his second wind and can keep to the Xmas window trims if possi- 
on doing business at top speed. ble. They should be novel and with 

Right after Christmas he must lots of color. They should show that 
the snap and go of the Xmas fight 
for trade was not a flash in the pan 
but the regular gait of an enterpris- 
ing merchant doing business. 

The birth of a New Year is an 
event.. It is heralded and celebrated. 
Bells, whistles, horns, cheers and 
other forms of noise announce the 
glad news that the youngster has 
appeared. Flags, colored pennants, 
gay lights, decorations cheerful and : 
The doll carriage idea can be used funny, join in the telling. Greet- So can the slate, because they can 

in any window. ings, good wishes, health, happiness be obtained almost any size. 


T= Christmas rush is only the hop into his store windows and put and prosperity sentiments are ex- 
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The figures are shoes—the wording is hosiery. 
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Dolls of the kind shown here can be bought in many five and ten cent stores. 


chant must go that spirit. His win- New Year greeting fastened to it any window. It can be the extreme 
dow showing must throb with that can be made in any size and to fit backdrop behind more than one row 
happiness and material well-being of shoes or it can be a screén used 
feeling that prevails throughout the as a unit to back up a display of a 
country. few pairs. Again, the idea could be 
used on several small screens, each 
bearing a different message, and 
each backing up a display of one 
pair of shoes and hosiery to match. 
Contrasting and harmonious colors 
of screen or curtain and the cut- 
outs will put more attractiveness 
into the showing. The various sug- 
gestions made will show that this 


T would seem fitting that window 

trims on the birth of a new year 
should display shoes and footwear 
for babies, little folks and young- 
sters. The two seem to go together 
nicely. That doesn’t mean that the 
grown-ups are to be neglected. 

Most of the sketches shown are 
adaptable to window displays of all 
sizes. The one with the mother doll, 
the baby carriage and the 1926 baby 
can be put into almost any window 
and the children’s footwear grouped 
attractively near this unit. The 
blackboard and the little doll writ- 
ing the message of the New Year 
me ony’ ee oes - o Mee ee 
of shoes for growing children. e putting across the same idea in dif- 
doll with the 1926 tall hat and the ferent ways. Shoes might go side 
open toy suitcase shows youngsters’ B £29 by side to make letters or figures, or 

= 


shape of window or floor space. 


HE forming of shoes and hosiery 
into letters and figures making 
messages to the readers of the store 
window must naturally have quite a 
bit of floor space, but thought and in- 
genuity can devise many ways of 





things scattered about. in the end to end way fewer shoes 

The illustration- which suggests might be used than in the illustra- 
the use of a loose fold curtain or The figures “1926” can be cut out tion. The use of the small shoes 
drapery at the back of a row of of wallboard and painted any color and footwear of children would 
shoes and the cut-out letters of a desired. make letters of smaller size. 
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The trailing scarf should be colorful and should contrast with the shoes. 


idea can be adapted to any size and’ 
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New Ways of Getting Publicity 


this article flowered chiffon, flounces, 
pastel shades, pass in procession like 
a grand march at the ball. Dance 
frocks in their splendor are being 
taught not to look down upon their 
companion, the shoe, which in order 
to keep up its end of the bargain 
has taken rosettes, buckles, even 
hand painted flowers, to itself, thus 
offering the daintiest dance frock 
the greatest rivalry in color. 

“The Anti-splasher.” Under this 
heading is written a word picture 
of a new foot covering for rainy 
days. It is a compromise between 


the galosh and the old overshoe. It 


[CONTINUED FROM PAGE 33] 


is fashioned to protect the feet from 
rain without giving to the foot the 
ungainly appearance and sloppiness 
that do overshoes. This is a new 
style. Under the title of “Russian 
boots of many colors worn with 
coats of tailored fur” is given a 
detailed description of these high 
boots in white, black, green, blue, 
etc., etc., that are made to look well 
with any costume and affording pro- 
tection against winter’s icy blasts. 
We have pictured here the titles 
of these articles to stimulate the 
imagination of the shoe merchant 
and to show the scope.of such a 


proposition. In news articles it is 
told that footwear tells a man’s 
character. The well-dressed foot is 
given a place and the claim is made 
that for a well-dressed foot six pairs 
of shoes are necessary. How many 
people in your patronage try to get 
along year after year with less shoes 
than this and with consequent loss 
of real satisfaction. 

We feel a shoe merchant will get 
some food for thought out of the 
ideas sketched here and should like 
to see more indications of more con- 
structive work along these very 
lines. 





‘“T Would Rather Underbuy ’’— 


of his stock and service to the cus- 
tomer. The old shoe proverb that 
‘merchandise well bought is half 
sold’ is good logic up to a certain 
degree only. The young merchant 
must be not only the buyer. He 
must know his stock better than 
any of his help, and he must be 
the hardest worker and the best 
salesman on the floor. He must 
necessarily know his stock and his 
customer; else how can he buy 
intelligently ? 


[CONTINUED FROM PAGE 40] 


“After twenty years of more or 
less success as a shoe merchant, 
who started on a capital of one 
thousand dollars, I know my stock 
better than anyone of my eight men. 
Yes, not only the new shoes, but 
the P.M.’s as well or a little better. 

“It has been my observation over a 
period of many years, that the cause 
of most of the failures of young men 
is their inability to stand up under 
their first period of success. There 
is nothing that comes into a young 


business man’s life that so fits him 
for a successful business career than 
the lack of the first easy success and 
the hard knock. The uphill fight at 
the start lays the foundation for his 
future success, and money cannot 
buy that experience. Looking back 
over the business lives of the out- 
standing shoe merchants of the Pa- 
cific Coast, I find them today giving 
their businesses more thought, more 
intelligent effort, than at the start 
of their careers.” 





E. P. Tuttle Retires 


Boston—aA farewell dinner to Ed- 
ward P. Tuttle, vice-president and 
manager of the Atlas Shoe Co., was 
tendered him by his entire sales 
force on Friday evening, Dec. 4, at 
the Chamber of Commerce Building. 
On that day, after 27 years of active 
service as vice-president and man- 
ager of the Atlas Shoe Co., Mr. 
Tuttle retired from the shoe busi- 
ness. Rumor has it that he will 
spend the winter in the South. 

Mr. Tuttle has been a prominent 
figure in the wholesale shoe trade 
for nearly half a century. He is an 
ex-president of the Boston Credit 
Men’s Association, an ex-president 
of the National Association of 
Credit Men. 

Mr. Tuttle was presented with a 
silver loving cup, suitably engraved. 
A pleasing feature of the dinner was 
the presence of the older salesmen 
of the company, those who had been 
the longest in Mr. Tuttle’s employ. 


A window of satins and patents of ee 3 Shoe Store, Matha ~ 


La. Mr. Rosenberg believes that enthusiasm is a great aid 
“If you like a shoe yourself, then sell it to the sales force and 


shoes. 


in selling 


watch it walk out of the front door,” he says 
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Women’s Shoes must, above 
— all things, be shapely. This 
sg ResilasLine of — We «fashionable shoe is made i 
Shinkle Shoe Company The Schmidt Calf Leather in 
a combination of Coppe 
Lustre and Blonde. This soft 
pliable leather is light i 
weight, yet because of its 
superior quality, the shoe 
retains its smart shapeliness. 


Carl E.Schmidt & Co. Inc. 
Tanners of The Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 








Good Shoes retain their shape 

without spreading out over 

the sole. Only the best of 

leathers make such shoes 

possible. The Schmidt Calf 

Leathers in Smooth, Two-way 

ae Boarded and Eric Grain are 
Regular Line of ideal for Men’s High Grade 
glcaereeaeel Shoes. Two especially good 
i. ae | selling colors are Broadway 
B Glistening Broadway Tan Tan and Copper Lustre. They 
look quality. They are quality 

and are uniform in color. 


Carl E.Schmidt & Co. inc. 
Tanners of The Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 
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One of the 
pages in the 
St. Louis Pageant 


THE WorRLDY /HOR -/“TYLE. CENTER, 


/ n vI fes every shoe merchant in the world to be present at 
the Second Annual Pageant of Footwear Fashions to be held 
January 4, 5, 6, 1926, at the Hotel Statler, St. Louis, Mo. 


Footwear values that excel anything ever offered to the trade 
will be seen at this Pageant. It will pay you to come. 
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St. Louis “Steps Out”’ 
With First Style Show 
of 1926 


HOUSANDS of retail shoe mer- 

chants will step forward in 19256 
with the proper foot when they board 
the train en route to the St.. Louis 
Pageant of Footwear Fashions, Jan. 
4. 5. 6. 

Shoedom is agog over the radical 
style departure heralded for Spring 
which will make its debut at the in- 
ception of the New Year in St. 
Louis. Come to St. Louis, Mr. Shoe 
Merchant, be informed as to the style 
trend and glean from the wise selec- 
tion of its many operators, ideas 
making for greater profits in 1926. 

“Shoes That Sell” will be displayed 
on what will be snqeerionelly, the 


most magnificent runway ever con- 
structed for footwear presentation. 

“We were credited with a splendid 
performance last year,” said Howard 
Stephens, president of the St. Louis 
Shoe Manufacturers and Wholesalers 
Association, “but you can be assured 
that this year’s effort will outstrip 
in brilliance our initial attempt of 
1925.” 

The rapid completion of details 
that have been mere developments 
until the past week indicate verifica- 
tion of what President Stephens has 
predicted. 

The retail shoe merchant’s great- 
est interest in an event of this char- 








925 
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acter is, of course, shoe styles. Assur- 
ance is being poured from every fac- 
tory where styles in. all grades 
emanate that patterns introduced 
during the pageant will possess to 
the utmost degree every fashionable 
appeal, which will satisfy the cus- 
tomer requirements of retail shoe 
merchants, however exacting they 
may be. 


REATER profits in 1926 should 

be the resolve of the merchants 
everywhere. To attain this goal your 
footwear selections must be carefully 
made. You must possess the correct 
knowledge of fashion’s whim as it 
is molded into footwear. Your visit 
to St. Louis will equip you to make 
a profitable decision in your spring 
footwear purchases. For your enter- 
tainment and enjoyment has been 
planned an elaborate performance 





Feminine youth glorified will be 
seen in these promenades at the 
St. Louis show. 


that savors of the very best amuse- 
ment. 

The Statler Ballroom where the 
style revue will be held on the three 
days at 2.15 in the afternoon and 
8.15 each evening has been trans- 
formed into a veritable palace of 


loveliness. The word “Unusual,” 
hardly describes the unique way in 
which models will trip forth on the 
“sole-walk” which has been construct- 
ed by theatrical engineers to present 
shoes in their- most attractive ap- 
pearance. Scientifically lighted, this 
runway will give shoe mérchants the 
bright side of every style displayed. 

Feminine youth glorified will be 
seen in the three promenades. The 
loveliest girls with the daintiest feet 
will present fashion’s choicest foot- 
wear creations. 

The proper costuming of each 
mannequin from head to hose will put 
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the shoe exhibited in an atmosphere 
that will, in itself, be an invaluable 
asset for every merchant. When he 
returns to his store he will possess 
complete knowledge of spring gar- 
ments and the proper footwear to 
accompany each style tendency. 

Theatrical stars of national 
prominence have been engaged. In- 
dividuals whose names are studded 
in electric lights along the flaming 
avenue of theatrical prominence will 
entertain the merchants between the 
style revues. Rae Samuels, “The 
Blue Streak” of vaudeville is only 
one star of the array of talent 
selected. 


CINTILLATING music by Gene 
Rodemich’s orchestra of 16 pieces 
will enliven the occasion with tempt- 
ing tunes. Grace Brinkley and her 12 
frolicsome footwear favorites will 


(CONTINUED ON PAGE 64) 


Lovely girls with 
lovely feet will pre- 
sent fashion’s latest 
creations. 
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St. Louis the World’s 
Great Shoe Style Center 


For the Pageant of Footwear Fashions 








HOE merchants and buyers have never witnessed a spectacle of such 
: | magnitude as the St. Louis Shoe Manufacturers and Wholesalers Asso- 
ciation will produce in St. Louis January 4, 5 and 6. 


Primarily, of course, the real purpose is to show you the authoritative shoe 
styles for early Spring and pre-Easter business—in other words, “SHOES 
THAT SELL.” 


Some big surprises are in store for you—but no matter where you are 
located there will be styles which your trade will want. That’s how St. 
Louis has won its reputation as “The World’s Great Shoe Market.” 


You may come to St. Louis with the assurance that when you make your 
selections from the lines displayed at Hotel Statler half your work toward 
bigger sales in 1926 will have been accomplished. 


If you haven’t made hotel reservation for this big event 
do not wait another day. Come and meet Shoe Merchants 
from all parts of the country—some of the biggest in the 
business. Address 













F. A. MAHLER 


Secretary - Treasurer 


St. Louis Shoe Manufacturers 
& Wholesalers Association 


Leather Trades Building, St. Louis, Mo. 


REDUCED RATES 


Special railroad rates of one and one half fare from 





all points in the United States have been granted 
on account Southwestern Shoe Retailers’ Associa- 
tion Convention in St. Louis January 4, 5 and 6. 
Same dates as the Pageant of Footwear Fashions. 
To avail yourself of this special fare secure certifi- 
cate or receipt when you purchase ticket. 









VLA 
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St. Louis the World’s 
Great Shoe Style Center 





Lf Er 


At Hotel Statler 
ST. LOUIS 


January 4, 5 and 6 






















The entertainment features will be of the 
highest class procurable— 
headliners in the movie and 
vaudeville worlds—also one of the 
best known phonographrecording 
orchestras in the United States. 


The forty charming models who 
will appear on the runway have 
been selected for their 
beauty and youth as well 
as their perfect feet. 




















At the close of our great Pa- 
geant of Footwear Fashions 
in St. Louis, Wednesday, January 6, we are 
all going to Chicago to attend the N.S.R.A. 
Convention January 7, 8 and 9. We leave at midnight 
Wednesday, January 6, on the Chicago & Alton Railroad 
and will have our Chicago Headquarters in Hotel 
Sherman. We'll be glad to have you join our party. Make reservations 
through F. A. Mahler. 





Members St. Louis Shoe Manufacturers & Wholesalers Ass’n 












ited 
Cia- 
1 6. 
ons. 


Boyd-Welsh Shoe Co. 
Brauer Bros. Shoe Co. 
Brown Shoe Co. 
Capitol Shoemakers, Inc. 
Central Shoe Co. 
Creel, Mauldin & Chambers, Inc. 
Friedman-Shelby Shoe Co. 
Hamilton-Brown Shoe Co. 
Johansen Bros. Shoe Co. 
Johnson, Stephens & Shinkle 
Shoe Co. 
W. H. Lampe Shoe Co. 





McElroy-Sloan Shoe Co. 
John Meier Shoe Co. 
The Moore Shoe Co. 
Pedigo-Weber Shoe Co. 
Peters Shoe Co. 
Rice-O’Neill Shoe Co. 
Roberts, Johnson & Rand Shoe Co. 
Samuels Shoe Co. 

Shoe Specialty Mfg. Co. 

Tweedie Footwear Corporation 
United Shoe Mfg. Co. 
Vinsonhaler Shoe Mfg. Co. 
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The New 1926 Spring Line of 
“Wonderful Shoes for Wonderful Girls’’ 


will be Displayed during the Pageant of Footwear Fashion 
January 4-5-6 at Hotel Statler, Rooms 212-214 


Hotel Statler St Lours 


“Wonderful Shoes 
Wonderful Girls 


Reg. U. 8. Pat. 


In Perfect Racusi? With Style 


YORKE 


Sample No. 7468 
FRENCH TONGUELESS OXFORD 
There is real style distinction in this New Modish 
High Heel Oxford in Bois de Rose Kid trimmed 
with Rose Kid—built over our new 77 Round 


Toe with 19/8 Heel—silk tubular laces to match. 
TO ORDER ONLY 


Johnson, Stephens and 


We Invite You to Come to the 


PAGEANT AE SEETE : Shinkle Shoe Company 


f 
FOOTWEAR FASHIONS ST. LOUIS.” Manufacturers 
Senearest 9 SAINT LOUIS U.S.A 


January 4-5-6 


r 
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SENSING 


the Feminine 


PREFERENCE 


Central’s ability to 
sense in advance the 
trend of feminine pref- 
erence in footwear 
fashions, has had 
much to do with mak- 
ing Central the fastest 
growing Shoe House 
in America. 





ui 








GENTRAL SHOE Go. 


MANUFACTURERS 
St. Louis t-3 t-3 U. S. A. 
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The Madelon 


Destined to be one of the season's 
favorites. 
ke 

heel. AA 4-8, A 8%-8, B 3-8, 
C 2%-8. Price.......... $4. 

In Stock January ist. 
1°30—Same in black satin, patent leather underlay. Price..........-.+s++. 33:35 
1832—Same in blonde kid, hazel brown kid underlay. Price...........+..- .00 
18338—Same in white washable kid. Price... ....+-cewewcceeweeeteececnune $5.00 
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sy- if! AN ABSOLUTHI 
A New Standard ofV: 


This “Shot’’ Will Be Heard “ 
By All Good BuyersjE' 

















facts which follow. Let no one be confused by “Rumbling Echoes from the 
Hills,” far or near. These are but “deflected sounds” in faint imitation or 
weak opposition—pay no attention to “‘back-fire reports.” 


i € it sounds sensational that aspect is readily dispelled by the statements of 


We are thoroughly prepared to sustain this announcement of what we believe to be an 
outstanding achievement, establishing a new and unusual manufacturing and 


merchandising proposition. Therefore— 


Effective January 1, 1926, we inaugurate 
radical adjustments in our production 
and distribution policies of cost control 
which create a perfected plan of 


PRICE CO-ORDINATION 


Possibly 2% or less of the consuming public have no appreciable regard whatsoever 
for price. Probably another 3% have a somewhat indifferent attitude. To the 95% 
or more, who are comparatively just as discriminating in their requirements of style, 
quality, etc., price is a deciding factor. 


Price, however, being a relative term, must be combined with quality, style and fit 
in the proper determination of va/ue. 








Complete Data 
Our Display 
Hotel Statler 
Jan. 4,5 and 6 
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ard ‘Around the World’’ — 
ersIEVERYWHERE 














the tailers must undertake to serve profitably— at around $6.00 and up to $8.50 

or —with quality merchandise of merit, the better type of styles (selling generally 

at from $7.50 to $10.00); and, realizing the limited sources for supplying such a product 

(made by skilled, city operators, capable of producing a superior article to that which 

an has been usually available at these prices), we are now in a position to meet it suc- 
nd cessfully with a new standard of values 





: of Jo sierra the insistent, growing demand of that 95°, Sroup which re- 


Hence, with the utmost assurance that our well established quality, workmanship 
and our unusual, distinctive, fast styles sha// be all fully maintainedwe confi- 
dently enter this new departure, this popular field, with va/ues priced to sell in 
volume—to the extent of 100% of our productive capacity, which is well assured, 
and orders will be accepted for service just as promised (our usual way) and will 
be made in rotation received. 


We extend this new buying advantage to our loyal customers; to all merchants who 
are responsible, dependable and who have both the disposition and the ability to per- 
form properly; to those who have the outlet whereby this service may be reflected in 
their success. 


70 Further evidence in confirmation of our statements may be found upon your inspec- 
“9 tion of our style values, in your expression of wonder and your endorsement of the 
fact that ‘‘we know our stuf.’ 


~ 


, Pedi igo- were Shoe Co. 


Locust at 35th Street 33 Saint Louis, Missouri 
l€ digo 
————— STYLY 
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Retailer’s Opportunity 


HEY say Opportunity knocks at your door but once in your life-time. At 
this time, Opportunity is knocking loud at your door to say that SHOE 


ORNAMENTS are the one big thing for the coming season, 
And Le‘‘Amco”’ Shoe Ornaments Make a Smart Shoe Smarter 


When attending the Pageant while in St. Louis, we cordially invite you to attend 


our display room 
No. 325 STATLER HOTEL 


Also visit our new factory, built exclusively for Le“Amco” Shoe Ornaments. 
Take the Page Avenue Car to Cook Avenue and walk one-half block East. 


While visiting the N. R. A. Convention at Chicago do not fail to see our displays at the 
scouunanes HOTEL, Rooms 625-626-610-611 























The “SHUTTLE” 


A new satin or leather orna- 
ment with chain edge. Price 
$12 per doz. pair. 


ABE MANHEIMER & CO. 


4443 Cook Ave. St. Louis, Mo. 
When writing to advertisers please mention Boot anv SHoe Recorver 



































COME TO PARADISE 


ROOM 118, HOTEL STATLER, ST. LOUIS, JANUARY 4-5-6 
ALSO DISPLAY ROOMS 116, 538, 540, 542, 543, 544, 546, 548 


ONETA 


As Illustrated Above 
ANOTHER EXCLUSIVE BRAUER CREATION 
iN PATENT LEATHER WITH BOIS DE ROSE AND ASCOT XID 
1] DE ON OUR 


0 ° 
ALSO MADE IN MANY OTHER COMBINATIONS ON ALL LASTS. 
NOT CARRIED IN STOCK 


en ie “She walks in 1 beauty; 


BRAUER BROS. SHOE eS. 


FASHIONERS OF WOMEN’S NOVELTY SHOES SAINT LOUIS U. S. A. 
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‘Capitol Footwear ”’ 


at the 
Pageant of Footwear Fashions 


Volume Sales in 1926 for Both of Us 


Your volume depends on selling your customers 
dainty, pleasing footwear. Our volume depends 
on our ability to furnish you with footwear 
“THAT WILL SELL.” 


We have created for your approval a line of 
new models that will equal, if not exceed, the 
volume sales of our “Pacer Pattern” of last 
Spring. 
See our complete line at the 
HOTEL STATLER 
January 4th, 5th and 6th 
Rooms 215 and 217 


Capilol Shoemakers, Inc. 


Manufacturers of Novelty Footwear 


Wash Street at Eighteenth St. Louis 





Our “Spider” pattern modeled on the 
“Paris” last, with 17/8 spike heel. 
Shown in Apricot kid combined with 
“Fire Copper” patent leather trim- 
ming. 


When writing to advertisers please mention Boot anp SHoz Recorper 
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® She Worlads*Shoe Style Center ———_ ——_ 5 ST: LO UIS « : 




















See the Billikens | 
While in St. Louis 


The early Fall has seen a tremendous demand for Oxfords 
and low heel Sandals of the BILLIKEN type. This class 
of footwear is going to continue strong throughout the 
Winter and early Spring. 

At the St. Louis Show, be sure and see the complete line , 
of new BILLIKENS made up in up-to-the-minute, snappy 

new patterns and shown in rooms 308 and 310 at Hotel 

Statler and our permanent sample rooms at 1515 Wash- 

ington Avenue and 2035 Washington Avenue. 


Many of our customers from all over the United States 
will visit St. Louis for the first time in January and we 
cordially invite them to make our house their head- 
quarters while in the city. 































McELROY-SLOAN SHOE CO. 









eee -* BILLIKEN Patent 
Strap a fiexible 







2544—Ladies’ BILLIKEN, Patent an a as a ake 
i ~y*— 5 cam 92.85 1 
a 2 e oak sole, 
aot Palmetto 0 Last 2568—Child’s Same, 8%-11% 2.40 
A, B, 0, D, 2%8.. .83.25 256S—Child’s Same, 5-8.... 2.15 












ae 






& 
Pageant of Footwear Fashions *O* Jan. 4-5-6,1926 Hotel Statler 
eee _—_—_—__—_—_—_—_—_—_—_————_———— 


“Shoes “se? Sell”) 
When writing to advertisers please mention Boot anp SHos Reconper 








An octet of the beauties who will display footwear at the St. Louis Fashion Show. 


BOOT AND 
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These models have been 


chosen not only for their all round beauty, but for their ability to display footwear as it should be shown. 


add zest and pep to the performance 
in a delightful revue. 

Admission to the pageant will be 
by ticket only, issued to you by the 
members of the St. Louis Manufac- 
turers Association, who will be 
housed exclusively in the Hotel 
Statler. Large sample rooms have 
been engaged by all members where 
entire lines will be displayed. In 
addition to this, other rooms will be 
occupied by a part of the selling force 
of the various houses. 


HROUGHOUT the city will be 
quartered in various hotels the 
manufacturers outside of St. Louis 
who have been invited to display 
their shoes during the pageant 
It is suggested that those an- 
ticipating their presence at the 
pageant make hotel reservation at 
once through F. A. Mahler, execu- 
tive-secretary St. Louis Shoe Manu- 
facturers and Wholesalers Associa- 
tion, 1602 Locust Street, St. Louis. 


EDUCED railroad fares from 
all parts of the United States 
have been granted by the passen- 
ger associations for the Southwest- 
ern Shoe Retailers’ Convention, to 
be held in St. Louis, Jan. 4, 5 and 
6. It is imperative that merchants 
planning to attend the convention in 
St. Louis request a reduced fare cer- 
tificate when ticket is purchased. 
Merchants in the Southwest who 
plan to go to the Chicago conven- 
tion to attend the N.S.R.A. con- 
vention should buy their tickets to 
Chicago, also requesting reduced 
fare certificates, and then use their 
stop-over privilege in St. Louis. 
A Southwestern Shoe Retailers’ 
Association train will leave St. 
Louis at midnight via the Wabash 
Railroad on Jan. 6. Members, offi- 
cers and directors of the associa- 
tion have completed arrangements 
for this special train. 





F. A. MAHLER 


, As executive. secretary of 
the St. Louis. Manufactur- 
ers and Wholesalers Asso- 
ciation, he has. put in his 
“best: licks”. on the show 


The following is a’ list of the offi- 
cers and directors who have made.-the 
pageant possible. 

H. V. Stephens, President, H. G. 
Johansen first vice-president; H. C. 
Stribling, second vice-president; F. 
A. Mahler, secretary-treasurer. 

Directors: W. E. Baird, A. G. 
White, H. F. Taylor, J. T. Pedigo. 


OMMITTEE: Booth & Display— 

W. S. Overton, S. A. Beeson; 
Convention—H. F. Taylor; Enter- 
tainment—J. H. Wilson; Finance— 
A. G. White; Hotel and Transporta- 
tion—F. A. Mahler; Membership— 
Beverly Jones; Publicity—Bert Bar- 
nett; Traffic—G. T. McClure and L. 
A. Lapham. 
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Hotel Statler, St. Louis, where 
displays will be located. 





as 





Where to Find 
Exhibits at 
St. Louis 





A Directory of the Principal Dis- 
play Rooms in Hotel Statler of 
Members of St. Louis Manufactur- 
ers and Wholesalers Association. 


Room 

104 Hamilton-Brown Shoe Co. 

106 Hamilton-Brown Shoe Co. 

108 Brown Shoe Co. 

110 Brown Shoe Co. 

112 Samueis Shoe Co. 

114 Samuels Shoe Co. 

116 Brauer Bros. Shoe Co. 

118 Brauer Bros. Shoe Co. 

122 John Meier Shoe Co. 

201 Peters Shoe Co. 

202 Peters Shoe Co. 

204 Central Shoe Co. 

206 Central Shoe Co. 

208 Robert Johnson & Rand Shoe ag 

210 Robert Johnson & Rand Shoe 

212 Johnson-Stephens & Shinkle Stee Co. 

214 Johnson-Stephens & Shinkle Shoe Co. 

215 Capitol Shoemakers 

217 Capitol Shoemakers 

216 Johansen Bros. Shoe Co. 

218 Pedigo-Weber Shoe Co. 

220 Pedigo-Weber Shoe Co. 

222 Pedigo-Weber Shoe Co. 

223 Moore Shoe Co. 

224 Moore Shoe Co. 

225 Tweedie Footwear Corp. 

226 Tweedie Footwear Corp. 

203 United Shoe os 

227 United Shoe Co. 

304 Friedman-Shelby Shoe Co. 

306 Friedman-Shelby Shoe Co. 

308 McElrov-Sloan Shoe Co. 

310 fe a See | Shoe Co. 

312 Boyd-Welsh Shoe Co. 

314 Vinsonhaler Shoe Mfg. Co. 

315 Vinsonhaler Shoe . Co. 

317 Creel Mauldin & Sees, Inc. 

316 Shoe Specialty Mfg. Co. 
* *9 y 





PE aah ny Re Child models will play prominent roles in St. Louis’ style show. 4 
333 Hise O'Neill Shoe Co. Healthy, happy tots in “Shoes That Sell.” [ 
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In Step : 
with| Py 
Fashion s j Broadway Tie 


HIS smartly tailored tie is a dain- 

ty shoe creation. It is developed 
in Patent Vamp and Quarter trimmed 
with Bois de Rois Kid. Has specially 
short vamp and 19/8 heel. Laces to 
match. Also very beautiful in Blonde 
and Ivory Kid and the fabrics now in 


vogue. 
See complete line of 


“IN STEP WITH FASHION ” SHOES 


at 


| 7/6 Pageant of Footwear Fashions 





HOTEL STATLER, ST. LOUIS 
January 4, 5 and 6 
Three to Four Weeks Delivery. To Order Only 


W. H. LAMPE SHOE CO. 


SAINT LOUIS Manufacturers U. S.A. 


M2 22 7 


When writing to advertisers please mention Boot anp SHoe RecorpEr 
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Blonde Kid Vamp, Ivory Kid Underlay, 
Blonde Kid Quarter One Strap, Medium 
a last, 13/8 Cuban Heel. Made 
to order. 











See complete display Hotel Statler, 
Pageant of Footwear Fashions, January 4, 5, 6 


Jhoeut eclalty” ‘Man ufacturind CO 


ac INTERNATIONAL SHOE. Co. 


“Makers of Womens Fine Shoes St.Louis “Missour. 


When writing to advertisers please mention Boot anp Suon Recoapar 
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SHOE 
FOR WOMEN 


; Evens dealer who handles 
the Friedman-Shelby line 
equips himself to serve his 
patrons with shoes of character, 
of the latest style, of good fit- 
ting qualities and service-giving 
materials. 

Practically all our numbers 
are stocked in advance of sell- 
ing so that merchants may se- 
cure shipments promptly. 


Friedman-Shelby Branch 
INTERNATIONAL SHOE CO. 


St. Lovis 


Visit us at N. S. R. A., Chicago, Rooms 116-117, 
Sherman Hotel, 
Or at St. Louis Pageant of Footwear Fashions, 
Jan. 4, 5, 6, Statler Hotel. 
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» She Worlds Shoe Style Center —_-» Sr LOUIS 


) 8 
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l, 


“Pageant f Foote ar FASHIONS! 


See these Styleader Shoes. They’ll bring you the patron- 
age of the style leaders of your community. Investigate 








) this line of quick and easy selling footwear. 


TO SELL MORE’ SHOES 
~ BUY MOORE’ SHOPS 


¢ Ihe Moogp Saop Company | 


MANUFACTURERS OF 
LADTES NOVELTY POOTWEAR 


ST. LOUIS, MO. 


Statler Hotel Factory, Boyle & Duncan Aves., if 
Rooms 223-224 Telephone—Lindell 8200 





¥, | f 
Pageant of Footwear Fashions 72 Jan. 4-5-6.1926 Hotel Statler } 
ee 
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DY PTERS SHOE See < 


13 TH AND WASHINGTON AVE 


nt Cf leotwear ahi 
in 


CLASSIC © 


Shoe for Ladies 


Hotel \tatler, VI. Louis 
January 4,5,6, 1I92G 


VUUUUUNUNJUUUUUNUUUWuuUUUuUUU SE TTT 13 


Rooms 200 and 202 


January 7, 8, 9, 1926 
Hotel Sherman, Chicago 


Mezzanine Floor— Room 3 





WEW CASTLE BLONDE KID 
WITH CHAMPAGNE KID TRIM 


BLACK SATIN WITH 
SILVER TRIM 


PATENT WITH 
SILVER TRIM 





FROM OUR IN~ §tOCK (IVLE(” 


‘UUUULUUUUULUULUYUUUUUuUuUuUuUUUuUUUuUUUUUUUYUUUUUUUUUUuUUUUUyUyUUUUUUUUUUUUIes 24] 
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A Black Satin Slipper with Graceful Strap 
—To “Set Off” Milady’s Ankle 


Here’s a dainty pattern to which the strap and stitch- 
ing contribute an especially smart effect. Black satin 
slippers are always in demand, and your trade will 
welcome this novel number. Priced to retail at from 
$5 to $6. 


369-1—Black satin slipper, with black suede collar and strap. 


Viste pn FR hy cee Cie Staytage Vamp is stitched with a light black thread. 14/8 spike heel. 
Our last No. 128. 


St. Louis Shoe Mfrs.’ Assn., 
HOTEL STATLER, 369-4—Black satin slipper, with collar and strap of gold kid. | 


Jan. 4, 5, 6, 1926. : Vamp is stitched with a light gold thread. 17/8 spike heel. 
Our last No. 112. 










N. S. R. A., Chicago, 
HOTEL SHERMAN, 
Jan. 7, 8, 9, 1926. 










weedie footwear Corporation 


Wemnen's Growing Giris* 

























General Offices and Sales Office, 
Factory, 15th and Olive Sts., 
Jefferson City, Mo. St. Louis, Mo. 
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Service and co-operation—quality and style— 
good value and popular prices—these are the 
things the shoe merchant is looking for. And 
they are the things Endicott-Johnson offers in 
liberal measure. 

Your visit to the St. Louis Style Show gives 
you the opportunity to see how very complete a 
line of shoes can be; how easily and practically 
a stock can be selected to meet the merchant’s 
particular requirements; and how thoroughly 
helpful a manufacturing and distributing service 
can be. 

Endicott-Johnson service in St. Louis is a 
marvel for efficiency. Every modern facility for 
quick handling of orders is provided. A tremen- 
dous stock enables serving a vast territory. Direct 


connections with distributing freight terminal 
system permit shipments to leave St. Louis 
quickly. 

At our sales offices a complete line of shoes 
awaits your inspection. Men’s dress, work, com- 
fort, sport and hi-cut shoes; women’s novelties, 
oxfords and comfort shoes; boys’ dress, school 
and scout shoes ; girls’ oxfords, pumps and school 
shoes ; infants’ footwear. All made with E-J as- 
surance of good leather, good workmanship and 


GOOD VALUE! 


You will be very welcome, whether your visit 
be one of business or interest. Our spacious new 
warehouse is located at 12th and Spruce Streets, 
only a few minutes’ walk from the Jefferson 
Hotel. 








Our downtown sales and 
sample rooms are located 
right in the heart of the St. 
Louis wholesale district at 
1412 Washington Avenue— 
with private service automo- 
biles for conveying visitors to 
our complete new warehouse. 
Come and see us. 


Our St. Louis A 
at 12th and Spruce Sts. 





Six stories. Modern reinforced 
concrete and brick. 264,000 square 
feet of floor space. Lifts, chutes and 
conveyors handle orders quickly and 
convey merchandise, by overhead 
bridge, direct to freight station of 
Columbia Terminal Company, which 
delivers freight to twenty-six rail- 
roads. Saves as much as 24 hours as 
compared with time- -consuming truck- 
ing or “trap-car” system. 







FePOs Fees e tease ceeee 
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288 Goes tees eters 
*.' ott PORTS: sees 
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December 19, 1925 


» Jhe Worlds Shoe Style Center ——_. St LOUIS ; 


Welcome! 


Endicott-Johnson extends Style Show visitors a 
hearty invitation to. inspect one of the most com- 
plete shoe distributirig services in the country. 





ENDICOTT - JOHNSON 


Better — for less money 


i sg Sees 


Fugeant of Wotwear Fashions 3 € en 4-5-6, 1926 cet Statler 
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—Z0o0d merchandising 
is the basis of every 
successful business 


—it is with pardonable pride that we make the 


statement that the past five years of our business have shown a 
growth, which we believe is unparalleled in our particular field. 


—we were among the first to sense the strong cur- 


rent toward Novelty Shoes for Women and we immediately organized 
to meet this condition, because we realized the hazards of it. 


—our merchandising policy has proven successful 
far beyond our expectations—even in 1920, the year of great depres- 
sion, which so many were unable to weather—we came through 
without showing a loss in our aggregate business. 


—since 1920 each year has shown a tremendous gain 


over the preceding one. Since 1920 we believe we have created 
more new accepted styles in Women’s Popular Price Novelty Shoes 
than any other shoe house in the United States. 


—but while we have been progressive in styles we 

have been conservative in our merchandising and it is largely due 
to this fact that our styles have not only gone over big but without 
loss to us or our customers. 


—we maintain a department which we term our 


Distribution Service and those who are on our mailing list receive 
at the proper time information relative to the trend of styles and 
the best methods of merchandising the hazardous styles. If your 
name is not on this list we shall be pleased to add it upon request 


from you. 


WOHL SHOE COMPANY 


1224-1226 Washington Avenue 
Saint Louis 
OR 


Lobby Hotel Jefferson— January Fourth, Fifth and Sixth 
















Te 
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May we extend a 


CORDIAL INVITATION 


—to visit our new offices and salesroom directly op- 
posite the Hotel Jefferson while you are attending 
the St. Louis Pageant of Footwear Fashions—Jan- 
uary 4th, 5th and 6th. 


The famous “CONSTANT COMFORT” and 
“CONSTANT STYLE” shoes will be. displayed 
there: also at the 


JEFFERSON and MAYFAIR HOTELS 


offering an excellent opportunity to select spring 
lines from our complete stock. The following sales- 
men will greet you: 






‘VRAGE MARK REG US PAT OFF 





These Styles are In-Stock 
for At-Once Shipment 





















R. T. Bowman Gordon McDaniel 










H. Deidesheimer F. H. Maatsch 
L. O. Cobler O. C. Morse 
O. E. Hamilton O. L. Rappleye 
P. R. Howard D. Shelton 

H. W. Klos E. F. Smith 

J. G. Llewellyn N. W. Violette 
A. W. Luft E. J. Walker 








also Messrs. Ault, Lumbard, Shackford, Boothby 
and myself. 






But, regardless of business, come in and renew old 
friendships and make new ones. If you don’t sell 
the A-W line, perhaps the experiences of retailers 
who do will satisfy you that you have overlooked 
a profit opportunity. 

But, come in, anyway. We are keeping “open 
house.” 


AULT-WILLIAMSON SHOE CO. 















President 


AULT-WILLIAMSON 
SHOE COMPANY 


TURN SHOE SPECIALISTS 









No. 686 — $2.15 
One Strap _—— 


A/B 84-0, | B/0, 
No.’ 386 —- $136 

















ee en The Nationally Advertised Factory and 
ae ny Line With Overnight nes gow 
gg are tag nde In-Stock Service ae Maine 


St. Louis, Missouri 
{ 


ev 
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pec nae 
TOBER-SAIFER SHOE 


Manufacturers and Distributors of 


NOVELTY FOOTWEAR IN STOCK 
1312 Washington Ave. - St. Louis, Mo. 
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SUSANETTE? 







Ssusters 
Beautiful cShoes 


rv7 will be displayed by TOBER- 
SAIFER during the St. Louis 
Manufacturers and Wholesalers 
Association Style Pageant January 
4, 5, 6, 1926 7 x To take care of 
our many customers we have en- 
gaged extra display rooms at ~ 


HOTEL JEFFERSON 
ROOMS 227 and 228 


See Susanette!! 


Make our offices at 1312 
Washington Ave. your 
headquarters during the 
Style Pageant, Write and 
let us make your Hotel 
Reservations. 


Write for our free monthly style 
service. It will help you to 
find out “WHAT'S NEW.” 
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2860 «Patent chrome modified 
Regent pump. Combination collar 
of apricot, b onde, and cream kid. 
Pink kid lined, full French corded, 
new 16 / 8 spike full breasted cover- 
EN dss 50's 000560 $4.85 


2861 eveSame in black satin, collar 
of silk brocade, pink kid lined 
PE SN es ee $4.75 


2862+ Same in blonde kid, com- 

bination collar of apricot, bionde, 

and cream kid. Blonde kid lined 
$5.25 


AA A BC Widths 


«<CVanite” 













2864+» Patent leather one strap 
French corded cutout on quarter. 
Combination collar of apricot kid 
and ‘‘fire-copper"’ patent leather, 
strap of “‘fire-cop tent. Pink 
kid lined, new ‘acm 26/B pike | m 
breasted covered heel... 
2863 evs Same style in all ae 
kid. Combination collar of apri- 
cot and cream kid, strap of apricot 
kid. Blonde kid lined. .... $5.25 
AA A BC Widths 




















SUSANETTE? 
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REG. U.S. PAT. OFF. 


St. Louis Style Show 


Shortest Short Vamps 
Featuring the “Unusual” 
Milius Shoe Company 
Jefferson Hotel—St. Louis 
Vv Rooms 624-25-26 


ROOM 130 Morrison Hotel—Chicago 


MAYFAIR HOTEL 


also 


ST. LOUIS HEADQUARTERS 


ROOM 624 NOVELTY 
VICTORIA BLDG. FINDINGS 


8th and Locust ; 
SALESMEN Pump Straps, 


JOE WICK Buckles, Bows, 
WM. DIEHL CHAS. GROSSMAN Fancy Laces, Ete. 



































See us at St. Louis 
Footwear Pageant 
Hotel Statler, Jan. 4, 5, 6 


LINCOLN. STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
SOUACES ~ em = — —. By a systematic — 

of distribution and met is organization is able to 

GOOD SHOES FOR YOUNG MEN AND BOYS supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 


KANNALLY WICK CORP. grope in the dark. 
_ There are no dark spots in the Boot and Shoe Recorder 
Manufacturers circulation. Our records are audited by the Audit 
Victoria Bidg, St. Louis, Mo. Bureau of Circulations. 
Factory at Highland, Ill. 
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OF COURSE YOU’VE SEEN 
WOLFF-TOBER’S 














TrapE MARK Rec. 
APPLIED FOR. 


Our Classy Last 


JOAN 


Made of Foerderer’s Vici Cream Kid, Trimmed with 





7 
a ¢ 
4 Pa “ Se 
— 


WE PRODUCE THE WINNERS 


Watch us for the “Dark Horses” 


Our Entire Line will be displayed on living models during :— Apricot Kid, Cream Kid lining. 
> j oe This is our Classy 500 last 1978 New Heel. 

ST. LOUIS PAGEANT OF FOOTWEAR FASHIONS, Also made in ali leather combinations and latest mode 
January 4, 5, 6. Fabrics. 


Rooms 219, 223, 229, Hotel Jefferson, St. Louis. 


NATIONAL SHOE RETAILERS’ CONVENTION, 
January 7, 8, 9. 
Rooms 528, 529, Hotel Morrison, Chicago. 


WOLFF-TOBER SHOE MANUFACTURING CO. 


2511 to 2521 SULLIVAN AVE. SAINT LOUIS 
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Goodyear Glove Brand 
Distributors 


ALBANY, N. Y., Smith and Herrick 
ATLANTA, GA., Gramling, Spalding and Collings- 
worth 





AUBURN, N. Y., Hollister and Noble 
BALTIMORE, MD., George P. Thomas, Jr. 
BOSTON, MASS., Hutchinson-Winch 
BUFFALO, N. Y., Goodyear’s I. R. Selling Co. 


CHICAGO, ILL., Goodyear’s I. R. Selling Co. 
Marion Rubber Co. 


CHILLICOTHE, OHIO, Culter and Seip Co. 
CINCINNATI, OHIO, Marks and Stix, 
" ‘ s Charles Meis Shoe Co. 
INDOW trim, window strips, hang- CLEVELAND, OHIO, Cady-Ivison Shoe Co. 
ing sign, metal sign—attractivedis- COLUMBUS, OHIO, Marion Rubber Co. 
play material to help you sell Goodyear ee Se ee ee at ee 
DETROIT, MICH., Marion Rubber Co. 


Glove Br. and Rubber F ootwear. Full of GRAND RAPIDS, MICH., Marion Rubber Co. 


force and color, these dealer helps will HONESDALE, PA., Durland Weston Shoe Co. 
HOUSTON, TEX., Miller Brothers 


boost your rubber footwear sales. 
INDIANAPOLIS, IND., Crowder-Cooper Shoe Co, 
At the right is a list of Goodyear Glove LANCASTER, PA., Long and Davidson 


: oq: LOUISVILLE, KY., J. J. Schulten and Co. 
Brand distributors. If you have not re- ack@esOll Wii Barton Ruther Co. 


ceived your display material, write to the NASHVILLE, TENN., Richardson Crockett Co. 


distributor from whom you buy your NEW ORLEANS, LA., Keifer Brothers 
NEW YORK, N. Y., Goodyear’s I. R. Selling Co. 


Goodyear Glove Brand Rubber Footwear. Steet ott: Minence 
PHILADELPHIA, PA., H. B. Hanford Co. 
GOODYEAR’S I. R. GLOVE MEG. CO. PITTSBURGH, PA., Goodyear’s I. R. Selling Co. 
PORTLAND, ME., A. F. Cox and Son 
PORTLAND, ORE., Goodyear Rubber Co. 
ROCHESTER, N. Y., United States Rubber Com- 
pany 
SAN FRANCISCO, CALIF., Goodyear Rubber Co. 


ST. LOUIS, MO., Brown Shoe Co. 
Central Shoe Co. 


ST. PAUL, MINN., Foot Schulze Co. 
SYRACUSE, N. Y., Dunn Salmon Co. 
TOLEDO, OHIO, Ainsworth Shoe Co. 
UTICA, N. Y., Hurd and FitzGerald Shoe Co. 
WARREN, OHIO, Warren Rubber Co. 
WHEELING, W. VA., Locke Shoe Co. 
WILLIAMSPORT, PA., J. E. Dayton Co. 
YORK, PA., D. S. Peterman and Co. 
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NEW YORK 
Business Generally Good 


With few exceptions the retail 
shoe business in New York for the 
last few months has been uniformly 
good. The demand for evening slip- 
pers has been exceptionally heavy and 
has tended to swell the sales totals 
to the highest figures in most shops, 
that have been registered in the last 
five years, for the closing months of 
the year. The accessory business, in- 
cluding buckles, heels, hosiery and 
similar items, also has been better 
than usual. In addition to this ‘most 
retailers report that the call for new 
footwear has been quite steady 


Few Clearance Sales Started 


The fact that stocks are in good 
shape is evidenced by the lack of 
sales, which, in past years, have been 
in full swing about this time in New 
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Traveling Around the Retail 


Circuit 


Business Steady in Most Centers 


York. This year, however, mer- 
chants have been able to secure the 
necessary volume, in most cases, 
without resorting to price cutting. 
There are but few sales that might 
be classed as clearance sales running 
at present. One is being conducted 
at the upper Fifth Avenue Shoecraft 
Shop where 71 models, formerly 
ranging in price uv to $30 a pair are 
being cleared at $14.75 a pair. The 
Cammeyer Fifth Avenue shop also 
is running its clearance sale, which 
has not been generally advertised. 
Alfred A. Kohn, is running his first 
sale in the new store at 20 East 
49th Street, to which he moved a 
couple of months ago. Oppenheim- 
Collins & Company also are running 
a special sale of women’s shoes at 
$5.90 a pair in both their New York 
and Brooklyn stores. Other sales are 
being conducted by some of the de- 
partment stores, but they are con- 





While the period of Rameses II was drawn upon for the motif for the new Arch Preserver Shop at 590 Fifth Ave- 





fined mainly to special lots of shoes” 
bought for sales purposes and are 
not clearances of regular stock. 


Novelties Sell Well 


This has been a season in which 
the exploitation of novelties has won 
rich rewards. Cammeyer is under- 
stood to have done a large business 
on the “chain strap” slippers which 
they introduced early in the season. 
J. & J. Slater have done exception- 
ally well with their “Doric” heel, a 
five sided heel of graceful propor- 
tions, which they have been exploit- 
ing on evening shoes and which are 
being used now on models for street 
wear. In other stores some specialty 
such as this has been developed with 
considerable success. This has kept 
public interest up and has spread the 
style demand over a wider range than 
usual. 


nue, New York, the most important feature of the new establishment is the “selection” room shown at the left. This 
room, which opens off the elevator, is fitted with a series of cases in which all models and ore are shown, ticketed 


with numbers. The customer may thus choose a style without the necessity of having a sa 


esman bring a number 


of shoes for style selection. At the right is shown a part of the men’s section. In the center is J. (Jack) Van 
uren Brown, who is running the store under his own name. He is a son of C. H. Brown, inventor of the Arch Pre- 


server 
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SHOE MERCHANTS! 
GO TO CHICAGO 


JANUARY 7-8-9 


THE N. S. R. A. CONVENTION 


SEE! 


SPRING STYLE PREDICTIONS 
THE NEWEST IN PATTERNS 
THE LATEST IN MATERIALS 





LEARN! 
HOW OTHERS SUCCEED 
THE MOST EFFICIENT IN SELLING METHODS 
HOW TO RUN YOUR BUSINESS AT A PROFIT 
WHAT THE OTHER MAN DOES 


HEAR! 


THE NATION’S FOREMOST SHOE MERCHANTS 
BUSINESS EXPERTS ON BUSINESS BUILDING 
SELLING EXPERTS ON “HOW TO SELL” 





GO TO CHICAGO — 


JANUARY 7-8-9 
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John M. Coward Dead 


John Moore Coward, president of 
the Coward Shoe Company, one of 
the.oldest and best known shoe re- 
tailing establishments in the coun- 
try, died at his home at 333 Ridge- 
wood Avenue, Glen Ridge, N. J., on 
Dec. 9. Mr. Coward, who was in 
his fifty-seventh year, had been suf- 
fering from heart trouble for more 
than a year, but his death was un- 
expected and a great shock to his 
family and the shoe trade. Funeral 
services were held at his home on 
the evening of Dec. 11 and the inter- 
ment was in Greenwood Cemetery, 
Brooklyn, on Dec. 12. 

John M. Coward succeeded his 
father, James S. Coward, as head of 
the Coward business when the latter 
died in March, 1923. He had entered 
his father’s employ at the age of 16 
and had spent all his life in the one 
business, which had become nation- 
ally and even internationally known 
for the fitting of shoes to feet that 
were difficult to fit. Orthopedic and 
footwear for the crippled was a large 
part of the business, which, though 
general trade had advanced far up- 
town, remained at Greenwich Street, 
on the lower West Side, and drew 
its customers from the entire city 
and the metropolitan section in 
general. 

The elder Mr. Coward left an 
estate of about $3,000,000. John 
Coward successfully managed the 
business after his father’s death, 
along the same lines as laid out years 
before. The only change was in ex- 
pansion of the store building, which 
now occupies almost an entire block. 
He was of a retiring disposition and 
rarely was seen at gatherings of shoe 
men, but in his own store was a 
genial host to all callers. 

The Coward Shoe Store was closed 
in respect to his memory from 
Wednesday of last week until Mon- 
day of this week. Mr. Coward is 
survived by his wife, Minnie May 
Van Winkle Coward, and by a son 
and daughter. 


Saks to Establish Shoe Stores in 
Florida 


Saks-Fifth Avenue, it is learned, 
is about to enter the retail shoe field 
in Florida on an extensive scale. 
This house, which has become one 
of the best known specialty shops 
dealing in apparel and accessories in 
the country, has given “Eddie” 
Cohen, head of their shoe depart- 
ment, what amounts to practically 
unlimited authority to open shoe and 
accessory shops in the winter resort 
towns of Florida. 

The principal store will be in the 
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“B” Wise and “C” Wise is the wa 
tising of the Wise Shoe Co. of 


couple whose j 
On Nov. 21 t 


the store window cards and adver- 
onroe, La., reads. Let it be known 
that B stands for Betty and C for Charles, a lively young married 


and pride is the shoe store bearing their names. 
engineered the largest children’s party ever held 


in Monroe. More than 2000 attended and paraded around the streets 
of the town, led by a Pied Piper who wore an oddly tailored coat, 
part red and part green, a red flowing cape and high boots, and went 
about the town playing a horn followed by the mob of children. 

On leading the flock back to the store, the Wise family managed to 
distribute over 2000 caps and whistles without having the interior of 
the store completely wrecked. Needless to say, every child in Monroe 
knows that the Wise Shoe Co. carries the Pied Piper shoes. 





new Alba Hotel at Palm Beach, one 
of the most exclusive and expensive 
hostelries in that resort. Another 
store will be opened on Lincoln 
Boulevard in Miami, the Fifth Ave- 
nue of all Florida. A third location 
is being considered in the Everglades 
Club section of Palm Beach and still 
other sites are being given attention, 
such as Coral Gables and some of 
the new resort spots. - 

With the prospect that the winter 
resort season in Florida may be 
lengthened so as to start around the 
first of December and continue to 
the middle of April, merchandising 
development at the resorts has taken 
a tremendous up-swing. Saks are 
among the leaders in establishing 
themselves in advantageous loca- 
tions. 


Frankel to Move Offices 


The New York showroom of the 
Frankel Display Fixture Company 
will be moved some time next month 
from the present location at 1146 
Broadway, near Twenty-seventh 
Street, to 493 Seventh Avenue, be- 
tween Thirty-sixth and Thirty-sev- 
enth Streets. The new location is 
in the center of the garment district 
and near the offices of resident buy- 
ers and department stores. 


BOSTON 
December Records Beating 1921's 


With the retail shoe stores and 
shoe departments of Boston fairly 
“sparkling” with attractive mer- 
chandise; with the very best methods 
of display and good merchandising 
methods, it is no wonder that so 
many report—-“We are surely going 
to be way ahead this December.” 
And “December, 1925 will beat De- 
cember, 1924, by a good sized mar- 
gin.” The slipper business has helped 
greatly in boosting this month’s 
sales records. It is safe to say that 
never have slippers sold in such large 
numbers as has been the case since 
the first of December. The reason 
for this has been the attractiveness 
of the special windows, booths, or 
tables, or aisles, on which these goods 
have been segregated and are “speak- 
ing right up for themselves” to the 
public. 


Men Buying More Blacks 


Black shoes for men are much in 
demand, despite the strong showing 
of tan. The sales on men’s black 
shoes in many of the stores is about 
50 per cent. 

A number of the shoe stores are 
featuring men’s ties and scarfs with 
fancy hosiery this year. 

























































ae = 








The new shoe store 
of the Granite Shoe 
Co., Quincy, Mass. Ed- 
ward A. Burke, Jr. is 
the proprietor and Dan 
Hartrey, the manager. 
Walk-Over shoes have 
been carried here con- 
tinuously for the past 
thirty-five years. An in- 
ovation is the up-front 
location of- the chil- 
dren’s department. The 
reason that Mr. Burke 
gives for departing © 
from the _ hidebound 
idea that children’s 
shoes should be kept in 
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the rear is that the average youngster objects to being shunted to the 
back today. Then it is always easy to wait on them up front when they 


crowd in on Saturdays. 
increased 40 per cent. 


Since moving to the new store, business has 
A good proportion of the increased business is 


traceable to the new hosiery department. 


Buckles and fancy heels, and the 
new long, curved, handpainted shoe 
horns are displayed effectively. Skat- 
ing shoes and skates appear in prac- 
tically every window and interior 
trim. 


Men’s White Shoes Featured 


Coes & Stodder’s window the past 
week showed several pairs of men’s 
white buck shoes with a sign— 
“Shoes for Southern Wear.” 


A New Smoking Shoe 


Buyer Ruggles of the Shepard 
shoe department introduced a novel- 
ty last week on a biack satin, two 
strap, gold kid trimmed mule, baby 
Louis heel, bright colored lining. On 
the outside shank of each shoe, and at 
the inside of the foot, was appliqued 
a small black satin pocket, appliqued 
with gold kid, from one of which 
protruded four gold tipped cigar- 
ettes and, from the pocket “across 
the way,” five or six matches. 


Shoe Store Lease Sold 


The Morse Shoe Stores, successors 
to Teddy’s Shoe Store, 325 Washing- 
ton Street, has sold out its lease and 
the past week has been disposing of 
a $150,000 stock of shoes and hosiery 
at prices as low as $1 for women’s 
shoes and proportionately low on 
men’s and children’s and on hosiery. 


Christmas Week-End Closing 


A canvass of the Boston shoe and 
leather districts reveals a pretty 
general willingness to suspend busi- 
ness on Saturday, Dec. 26, making a 
three-day Christmas holiday. The 
firms in favor of this action include 
the largest leather houses. 





PHILADELPHIA 


Trade Expansion Greater Than 
Usual 


The Federal Reserve Bank of 
Philadelphia in a recent survey of 
business conditions in this district 
stated that nearly all lines of indus- 
trial and mercantile activity showed 
substantial improvement during Oc- 
tober and early November. This ex- 
pansion, too, was said to have been 
more than the usual seasonal move- 
ment. A big increase in retail buy- 
ing occurred in October and sales of 
reporting firms were much larger 
than in any previous October. Dis- 
cussing the situation in, the retail 
apparel and shoe stores the report 
stated that they experienced a larger 
volume than in any previous month. 
Wholesale conditions continued to be 
somewhat mixed although sales in all 
lines were larger than in September 
and in some lines larger than in Oc- 
tober, 1924. Manufacturing activity 
in the district probably reached a 
peak for the year in October al- 
though the volume of factory em- 
ployment was slightly less than in 
early spring. Wage payments were 
larger than in the spring and above 
those in October of last year. 


Retail Offerings Varied 


Retail shops are featuring a wide 
variety of footwear for men, women, 
and children. One large downtown 
store is showing a line of men’s slip- 
pers for holiday gifts. The lot in- 
cludes Romeo slippers of tan kid with 
leather soles and rubber heels, Hy-Lo 
slippers of brown felt and plain cuffs 
with leather soles and heels, slippers 
of oxford gray felt in Everett style, 
opera slippers of tan kid with kid 
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lining, kid slippers with felt lining 
and padded innersole, and tan kid- 
skin slippers in Everett styles. 
Another downtown store is show- 
ing men’s high shoes and oxfords at 
$3.25 in medium, broad, and extra 
wide balloon toe lasts, in tan and 


_ brown calfskin, welted and stitched 


soles, and rubber heels. 
CHICAGO 
“Gift” Business Good 


Shoe buying in Chicago—aside 
from the holiday gift buying—has 


~ settled into a rather low volume level 


in the past two weeks with the bulk 
of the business being confined to the 
more ‘gifty’ types of footwear and 
hosiery. Hosiery sales have been 
more marked in Chicago’s shoe stores 
in the past two weeks than at any 
other Christmas season and shows 
the influence on hosiery buying that 
the shoe store has developed in the 
past few years. 


Tan Color Picks Up 


There has been in the past ten 
days, a wee bit more interest shown 
in the tans in kid and calf. Maybe 
on account of the continued absence 
of snow and perhaps because women 
are desiring to bring their feet into 
the same colorful atmosphere as 
cloaks and dresses. 


“Charlestons” Still Popular 

The little Charleston slippers still 
continue to be among the “best sell- 
ers” for the younger folks and prob- 
ably for an individual pattern, this 
little snub-nosed bit of shoemaking 
art has sold better than any single 
pattern save the strip pump this 
year. 

N. S. R. A. News Jottings 

Reservations from good merchants 
in all parts of the country are begin- 
ning to reach N. 8S. R. A. headquar- 
ters—evidence of the widespread in- 
terest in the business program of the 
association. 

The response of shoe manufac- 
turers generally throughout the coun- 
try has been splendid, according to 
George Spangler, manager of the 
N. S. R. A. and is proof of the con- 
fidence the makers have in the con- 
dition of the industry. At the Sher- 
man Hotel—headquarters of the N. 
S. R. A. Convention—the force of 
clerks are still struggling with the 
mass of reservations from shoe mer- 
chants and manufacturers alike, and 
the big hotel will be jammed for the 
event. 

B. E. Treanor with Shaft-Pierce 
Shoe Company 

B. E. Treanor, former buyer of 

children’s footwear with the Volk 
[CONTINUED ON PAGE 85] 





=a eee er fF 


SE OOS a Oe SO Cee Oe 


December: 19, 1925 . BOOT AND SHOE RECORDER 


Leorarn CALF ! 


yn 
y. 
be 


) 


22))a00002979 
SSSSSHSVPShy 


k 
T 


NEWEST 


Cleopatra revelled in her pet leopards in 
the velvet beauty of their spotted skins. She 
loved to rest her feet upon their soft backs, 
recline, and admire the effect little dream- 
ing that, ages later, her thoughts of beauty 
would be expressed in the spirit of a new day. 


TRIUMPH 


Leopard Calf is the latest triumph of today —con- 
sistent with the mode—charmingly feminine— 
and worthy to be introduced in Lozette Calf. 
Leopard Calf is really mew and has that feeling of 
quality and good taste that distinguishes all Lozelle 


Leathers. There is no question of its wide appeal! 


TheGRIESS PFLEGER Tanning Compa ny 
Leathers of Character 


BOSTON + CHICAGO - CINCINNATI +« NEW YORK - READING 


When writing to advertisers please mention Boot ann SHoe Recoeprr 





: 
Be 


BOOT AND SHOE RECORDER 


PxU ESTE] Bs Uae BL Bd SS PeT TS SE) Ha ae SEITE) Be) Be (5S) Hs ne) Fe, neds x BS Fe. Bag SET, BEE) BE Be Bee HED eae, BIT 


American Hide & tiation | 


-Company’s 


a ae eee 


A high quality Chrome Patent Side Leather, and 
in light, medium and heavy weights, that is suitable 
for both men’s and women’s footwear of the finest 
grades. 

For the proper grade and weight to suit your partic- 
ular wants and prompt delivery in small or large 
quantities, see the - 


American Hide & Leather 
Company 


NEW YORK BOSTON. CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., Ltd. 


Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell, Peabody, Woburn, Chicago, Sheboygan, 
Ballston-Spa, Curwensville 
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Brothers store in Dallas Texas, has 
become a part of the Shaft-Pierce 
organization and will manage and 
direct the style plans for their line 
of children’s double welt footwear. 
Mr. Treanor has been a practical 
shoe man for twenty years with an 
enviable record as a buyer of chil- 
dren’s footwear. He is an unques- 
tioned expert in children’s lasts and 
styles and will add much to the al- 
ready individual line-of shoes made 
in the Shaft-Pierce factories in 
Faribault, Minn. 


MILWAUKEE 
Evening Slippers Sell Best 


Milwaukee shoe stores are enjoy- 
ing a fairly good business for the 
month of December so far, though 
the opening of the holiday shopping 
season has had its usual effect on 
the shoe trade. The demand for 
evening slippers continues very good, 
and stores that feature fancy slip- 
pers and hosiery have noticed that 
holiday activity in these lines is 
starting off somewhat earlier than 
usual. 

“Our business has been fairly good 
since the beginning of December,” 
said Robert Weaver, floor manager 
of the Walk-Over shoe store. “The 
most marked activity has been in 
evening slippers and fancy bedroom 
slippers for Christmas gifts. For 
evening wear, the big thing has been 
gold and silver kid in narrow and 
one strap styles. There has also 
been some call for patents and a few 
satins, but the more staple lines are 
showing up as a result of pre-Christ- 
mas buying. In bedroom slippers, 
our biggest numbers have been 
quilted silks. 


Patents and Black Satins 


Business is running along about 
as was anticipated for December at 
Hanan & Son, with some activity in 
a general line. Patents and black 
satins are moving for general and 
semi-formal use, while silver and 
gold kid are showing considerable 
activity as a result of the social 
events scheduled for December. 

The Boston Store is enjoying a 
very satisfactory business, according 
to Charles Lew, buyer. There is 
some demand for the lines of foot- 
wear that have been moving during 
the past month or so, but the center 
of interest is now in fancy slippers 
and other holiday merchandise of 
this type. The Boston Store shows 
an extensive line of this merchandise 
each year with great success, Mr. 
Lew states that mules and D’Orsay 
slippers of quilted satin are showing 
the most activity, especially in black 
lined with a bright color. 
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DETROIT 
Retail Trade Loses Ground 


For some unexplainable reason 
the retail shoe business showed an 
alarming dropping off in sales dur- 
ing the last week of November and 
in early December. October business 
was considerably above that of a 
year ago, and November opened with 
splendid prospects but the gains 
began to turn into losses about the 
middle of the month. A snow storm 
of small proportions started busi- 
ness again on Dec. 7, and most of 
the stores were busy, many galoshes 
being sold. 

With labor and manufacturing 
conditions in the best possible shape 
shoe merchants are wondering why 
the shoe business is not better. 


Installment Buying Harmful 


Installment buying of real estate, 
automobiles, furniture and house- 
furnishings and men’s and women’s 
clothing is attributed by one mer- 
chant, whose trade is confined to 
men’s lines, as the cause for the 
falling off in men’s stores, which is 
greater than in women’s depart- 
ments. This, together with the con- 
ditions mentioned in the foregoing 
paragraph may be the reason for 
quieter trade. : 

In spite of the depression in sales 
the merchants who look for business 
in Christmas. lines are optimistic. 
In fact, in the men’s department of 
Newcomb-Endicott Co., the sale of 
men’s slippers is reported beyond 
expectations to date. This is one of 
the stores staging Santa Claus recep- 
tions for the kiddies and may be the 
result of the crowds drawn to the 
store through this sales effort. 

According to custom for many 
years R. H. Fyfe & Co., have erect- 
ed booths for the sale of Christmas 
lines on the various floors. That on 
the main floor is quite elaborate and 
here the men’s slippers are displayed 
and sold. Five large imitation can- 
dles lit with electric bulbs in cone 
shape are the central figures of the 
decorations. Two handsome lan- 
terns of tinsel lighted with red lights, 
vases with holly and frosted foliage 
and other Christmas decorations. 
make this booth an attraction that 
all who enter the store must see. 

Shoe merchants are finding buckles 
a large additional Christmas sales 
possibility, many stores reporting a 
good early sale of buckles, hosiery 
and findings accessories. 


Big Shoe Department Moved 


The shoe departments of Crowley, 
Milner Co., have been removed from 
the old building to the new and are 


now operating there. The men’s de- 
partment is located on the main floor 
and is in charge of P. J. Connley. 
The women’s departments are on the 
fourth floor in charge of George 
Snyder. The boys’ and girls’ and 
infants’ departments, also on the 
fourth floor, are in charge of Grover 
Gale. 


Retail Store Closes Doors 


The Taft Shoe Co., has discon- 
tinued business at 424 Woodward 
Ave. This is one of the old E. & R. 
stores which have been variously 
absorbed by other interests. The 
Bostonian store at 614 Woodward is 
another old E. & R. store that will 
be closed by the end of the year, the 
business being merged with the 
Bostonian store at 124 Michigan Ave. 

Ertell & Butler have reopened a 
men’s shoe and foot comfort appli- 
ances store at 1036 Randolph St. 


Travelers Plan Style Show 


The traveling salesmen of the 
Lafayette Building, representing 25 
wholesalers and manufacturers, are 
preparing plans for their third 
annual Style Show on Jan. 18 and 19. 
During these two days the salesmen 
will keep open house, and every shoe 
retailer in Michigan will be given an 
invitation to attend this reception. 


BALTIMORE 
General Trade Good 


The report of business conditions 
in Baltimore as of Nov. 1 states that 
all prophecies of the summer are be- 
ing fulfilled. The autumn activities 
are measuring up to expectation. 
Business, taken as a whole, is moving 
upward and forward. In the climb, 
there seem to be no ominous back- 
ward slips. The movement is steady, 


Retail Shoe Trade Slightly Off 


Retail shoe business was slackened 
somewhat during the latter part of 
November, due to some extent to the 
weather. A few retail merchants are 
at a loss to discover why there isn’t 
more activity. Most shops report 
business as fair even to good for 
November and with the returns on 
a par with 1924. Only a few are 
ahead of the corresponding month of 
last year. 

The materials selling best are still 
in the same Jineup as heretofore an- 
nounced, with patent first and black 
satin second, etc. In many stores 
house slippers, boudoir slippers and 
mules have come to the foreground 
and the demand is heavier every day. 
Some shops have arranged rather 
elaborate displays of these slippers. 
[CONTINUED ON PAGE 112] 
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SPRING SHADES 
of 
COLORED KID 








. 178 BOIS de ROSE 
. 154 CARAMEL 
. 40 PARCHMENT 
.158 SAUTERNE 
. 164 BLONDINE 
. 233 ASCOT TAN 
21 GOLDEN BROWN 
31 OPAL GREY 
. 26 PEARL GREY 
. 264 TITIAN 
BLUE ROYALE 
81 F.B.&C.WHITE GLAZED KID 
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The merit of F. B & C. Kid will best 
be realized when seen in the. shoe. 


AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadephia, U. S. A. 
Factories: WILMINGTON, DEL. 
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Wheels Beginning to Ham 
in Shoe Plants 


LYNN 
Bigger Business Booked 


More orders are on hand than a 
year ago, and the making of them has 
started earlier than a year ago. So 
manufacturers are optimistic. Lynn’s 
main effort is to get volume business 
on pretty novelties in popular grades. 
Styles, shaping up for 1926, reveal 
some interesting changes in lasts, 
patterns and materials, and com- 
binations thereof. 

Lasts show longer vamps and 
higher heels. Vamps that were 
under three inches are now up to 
three inches or % or % of an inch 
longer. Heels that were 16/8 are 
now up to 17/8. Toes are round. 
Lasts for sandals and sport shoes 
will show lower heels, but these heels 
will be higher than heels used on 
such shoes in former seasons. 


Pump Styles Lead 


Patterns already in use in the 
shops, present pump styles for lead- 
ers, these being of the opera, regent, 
D’Orsay and like styles. Step-ins 
continue to rival pumps. Straps de- 
signs are not as numerous as a while 
ago, and, where used, are simple and 
slender. Some ‘manufacturers are 
getting away from tongue and buckle 
shoes. Sport styles show some wide 
straps, as well as oxfords with fancy 
fronts. Novelty button oxfords are 
reported. Samples of button boots, 
ten inches high, have been sent out. 
One request for Russian style boots 
was turned down last week. 


Patent Still Favored 


In materials, as in use in Lynn, 
patent leather continues the gen- 
eral favorite. Colored kids show the 


largest gain. Blonde tones are first 


among the colored kids. Grey kid is 
selling better than some manufac- 
turers expected. Bois de rose and 
other colors, according to the chart, 
are being cut in grain and suede 
finishes. Pin seal and pebbled parch- 
ment have been added to the list of 


leathers. Reptile grains, especially 


embossed alligator and lizard, are 
gaining. Black satin continues a 


staple. - 





Most Factories Are Now Busier 





Novelty trimmings on either side 
of back seams, or on sides of quar- 
ters are used to emphasize styles of 
heels. The looks of the heel is quite 
as important as the looks of toes, for 
short skirts reveal heels as much as 
toes of shoes, and some think more 
so. 
Straight appliqués, right angle 
appliqués, and saw tooth and tri- 
angle designs are used in various 
ways to get unusua! lines in pat- 
terns. 

Gypsy patterns, real or imitation, 
have been accepted in some shops 
with caution, for it is not the easiest 
task in shoemaking to get the gypsy 
seam straight up the front of the 
vamp and keep it there. 


Two-Toned Shoes 


Toning of colors is a most impor- 
tant feature of Lynn’s styles. For 
instance, a pump has a vamp of 
patent leather, and a vamp collar 
that is made of stripes of grey kid 
which tone up from dark to light.* 
Or another pump has a vamp of 
blond kid, and a saddle, or shank 
panel, of strips of blond kid which 
tone down to dark shades, and~blend 
into a quarter of a dark shade of 
blond. Or a pump of bois de rose 
suéde has straps and appliqués of a 
boise de rose grain finish leather. 


New Name for Pumps? 


Edric R. Taylor, of McNichol, 
Taylor, Inc., is seeking a new name 
for pumps, for he believes that the 
new style pumps deserve a better 
title. He has had several sugges- 
tions already, and one of them is 
this quotation from “The Romance 
of the Shoe,” an English book: 

“An idea comes from America re- 
specting the ugly name pumps, which 
has attached itself to one of the most 
beautiful styles in footwear. <A 
writer in THE Boot AND SHOE RE- 
CORDER, of Boston, Mar. 27, 1920, 
suggests in its place the really pleas- 
ing name of cameos. It would be 
far better, however, to use some 
word already in the vocabulary of 
shoes; for example, the words pin- 
sons, or pynsons, which is an old 
English word for pumps. 


MILWAUKEE 
Plan Spring Lines 


Milwaukee manufacturers are now 
busy working on spring lines which 
will' be on the road some time this 
month in the majority of instances. 
Reports indicate that the volume of 
orders being received at the present 
time combined with work on spring 
styles is keeping factories busy and 
the local trade is apparently in good 
condition to start the new season. 

“Business seems to be coming in 
at a good rate,” said J. C. Johnson, 
sales manager of the Nunn, Bush & 
Weldon Shoe Co., manufacturers of 
men’s dress shoes. “Everyone feels 
that things are holding off a little 
until after the holidays, but we are 
working about as usual. Short 
vamps are being shown to a great 
extent in our spring line, but we feel 
that broad toes are waning a little. 
However, that applies just to the 
extremely broad toes as the others 
are still good.” 

A. W. Bush, vice-president of the 
firm, is spending about ten days on 
a trip East during which he is ob- 
taining information regarding styles, 
and is calling at the distributing 
branch in New York. He will return 
to Milwaukee before the holidays. 
Prior to the departure of Mr. Bush, 
W. E. Weldon, chairman of.the board, 
made a trip East, stopping in Wash- 
ington as well as other points. 


Salesmen to Start Out Soon 


<f 

“Our salesmen are gradually com- 
ing in for their spring lines, and 
will soon be on the road with them,” 
stated G. E. Musebeck, vice-presi- 
dent of the Edmonds Shoe Co. “We 
have been working ahead on our 
spring line, featuring the usual 
staple numbers in men’s Foot 
Fitters.” 

“We are very busy at the present 
time, and are receiving a nice volume 
of orders,” declared S. P. McClana- 
han of the Helmholz Shoe Manufac- 
turing Co., manufacturers of chil- 
dren’s shoes. “We are featuring a 
dark smoked blucher oxford trimmed 
in tan that is taking very well in our 
spring line. It is very good in all 
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Don’t let the other fellow 


walk away with all the boot business 


Use our In Stock department 
A small investment will 
cover your needs. 


In Stock 


Black glazed kid circular foxed 
boot, round toe, tip, 13/8 
Wingfoot heel, built-in steel 
arch supporting shank, 253 
last. Goodyear welt. 
Carried in 
Style B6221 with a full fitting 
regular top. Price $5.00. 
Style B221 with an “outsize” 
top. Price $5.00. 
Style B218 with an ex- 
tra “outsize” top. 
Price $5.50. 
The above are stocked 
widths C to EEE (no 
EE), sizes 24 to II. 


Iai: Stotth 


Black glazed kid % foxed 
boot, round toe, tip, 12/8 
Wingfoot heel, built-in steel 
arch supporting shank. 305 
(combination) last. Good- 
year welt. 
Carried in 
Style B950 with a standard top. 
Widths AAAAAA-AAAA to 
E-EEE, sizes 214 to 
12. Price $6.00. 
Style B952 with an 
“outsize” top. Widths 
AAAA-AA to E-EEE. 
Sizes 24% to 12. 
Price $6.00. 














Concerning 
Boots and 
Boot Tops 


N considering boots one may 
make the mistake of concluding 
that “a boot is a boot” and that 

all boots fit alike. 


For instance, in buying a wide 
ankle boot, a dealer may assume 
that anything with a top ranging 
from one to two inches over stand- 
ard will fit a fat ankle. 


Yet, building a good fitting wide 
ankle boot is more than a matter 
of increasing the top measure. 


What to do with the increase is 
the problem. Shall it be divided 
equally; all on the front of the 
uarter; all at the back; where 
shall the increase begin; how much 
through the ankle, etc.? 


We have been very successful with 
our “outsize” top boots and have 
succeeded in developing a pattern 
that is just right for fat ankles. 


Further, we have poised or pitched 
the pattern in such a way that our 
“outsize” ‘boots set smoothly and 
snug above the back of the coun- 
ters. 


The tops mold and cling to the fat 
ankle without the least semblance 
of creeping or wrinkling. 
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sizes from babies, infants and chil- 
dren up to misses.” 

W. R. Helmholz, head of the firm, 
spent the second week of December 
on a trip East during which he 
stopped at Pittsburgh and Indian- 
apolis. 


New Firm Organized 


The Little Tot Shoe Corp. is the 
name selected for a new firm at 
Cedarburg, Wis., not far from Mil- 
waukee, which has just filed articles 
of incorporation. The incorporators 
are E. B. Loewenbach and H. 
Loewenbach. The new firm will 
manufacture and deal in boots, shoes 
and slippers as.well as rubbers and 
rubber goods, blacking, varnish and 
other accessories. The capital stock 
consists of 500 shares of $100 each 
and 2,000 shares at no par value. 


PHILADELPHIA 
Decrease in Factory Activity 


There has been a marked decrease 
in factory activity here during the 
past week or ten days. Some plants 
which a few weeks ago were running 
at or very close to capacity have 
dropped to half time production or 
even still further reduced schedules. 
Old orders are being cleaned up and 
new business is coming in very slow- 
ly. The retail trade is buying on a 
hand-to-mouth basis and only in 
small quantities. Some of the plants 
are said to have reduced their prices 
slightly in an effort to stimulate busi- 
ness during the present lull in ac- 
tivity. 

One factory making shoes for 
young people reports that there is 
quite a good demand for high shoes 
for the immediate trade. Though the 
bulk of the demand in these high 
shoes is for one material and one 
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Despite rain almost every day at the Louisiana State Fair, Shreveport, 


Baird Bros. did a remarkable business in this Gotham Hosiery Booth. 
The mud may have impelled some of the women to buy fresh stockings 


from this attractive booth of black and gold. 


R. L. Baird, shown in the 


picture, looks as if he were wondering if the rain can last much longer 


color, there is some call for combina- 
tion tops. This firm is making shoes 
and pumps of shark skin. Patterns 
continue their tendency toward the 
plainer effects. . Another factory 
making young people’s footwear re- 
ports that there is a good demand 
for oxfords, pumps, and strap effects. 
Another plant reports that staples 
are the only things which are sell- 
ing today. The retailer is afraid to 
take a chance on a novelty which re- 
sembles something which has gone 
before and equally afraid to take a 





An attractive double window display by the Guarantee Shoe Co., 
Baton Rouge, La. 


chance on something different from 
anything which has gone before. 
This firm has orders on its books to 
keep it running for several months 
and expects better buying in the next 
week or two. Patent leather straps 
and oxfords in misses’ and children’s 
footwear are the leading numbers. 


Wholesale Trade Ahead 


Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travelers 
Association, reports that business for 
1925 is ahead of the sales total for 
1924. He says that in talks he has 
had with numerous retailers they 
all complain about business yet in 
most instances their sales are run- 
ning ahead of the totals for the 
corresponding periods of last year. 


BROOKLYN 
Spring Orders in Fair Volume 


With most of the salesmen for 
Brooklyn houses on the road with 
their initial spring lines, fresh or- 
ders are beginning to come into the 
factories. In the opinion of several 
manufacturers here retailers are 
not waiting for the Chicago style 
show before placing spring orders, 
as they have for the last several 
years, but are anticipating their re- 
quirements for the spring trade a 
bit earlier. 

So far as style is concerned, it 
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The Hub Shoe Store, Bangor, Maine, is small, but it does a large business 


seems to lie in the material rather 
than in the pattern this season. 
Colored kids are being exploited to 
a large degree, especially the light 
shades such as sauterne, bois de 
rose, ivory and parchment. Patent 
leather and black satin are more or 
less staples. Colored satin is not 
given much of a place in the Brook- 
lyn spring lines, except by a few 
houses that always have specialized 
in them. 

The novelty leathers, such as 
pastel shades of calf alligator, metal 
embossed calf, lizard, etc., are going 
mainly into trimmings. Some manu- 
facturers are using these leathers 
for quarters with contrasting 
vamps. Combinations of this sort 
are more frequent than they have 
been for several seasons. 


Putting Shoes in Stock 


Advance orders have been heavy 
enough in several cases to take up 
factory production for the first two 
or three months of the year. I. 
Miller & Sons, according to Irving 
Grossman, are booked solid until 
March. This firm will have a large 
number of models in stock around 
the first. of the new year. 


LOS ANGELES 
Making Fine Dress Shoes 

Los Angeles has become a great 
city because -its citizens have been 
daring. The old pioneer spirit has 
endured through all the modern de- 
velopment of this go-ahead town. 
It has been said that Los Angeles 
men will “try anything once.” Mil- 
lion dollar movie show houses are 
not built by conservatism. Mag- 
nificent retail establishments are 
the result of some man’s daring. 

The RECORDER representative was 
especially impressed by the pioneer 


spirit of the Johns-Tilt Shoe Co., a 
concern that has established a man- 
ufacturing plant in Los Angeles 
and is proving to the world that 
fine dress shoes can be made on 
the Pacific Coast. 

In their factory at 2234 Dayton 
Avenue, this company is at present 
making 550 pairs daily of men’s, 
boy’s and girl’s fine welts. The 
plant, while small, can be _ in- 
creased to a daily capacity of 1,000 
pairs daily with the addition of but 
very little machinery and extra 
equipment. It seems unusual. to 
make girl’s shoes along with shoes 
for men and boys but this factary 
has an idea that is novel. The 
styles are to a degree standardized. 

The shoes for girls are of the 
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mannish, or boyish type, low heels, 
broad toes, kippy, snappy little 
shoes for the athletic young girl. 
They fit in nicely with the mascu- 
line types and no radical changes 
or adjustments are required in pro- 
duction equipment. 

California dealers are giving a 
hearty support to this infant indus- 
try, Los Angeles retailers especial- 
ly having for some time been warm 
friends. The scope is gradually 
widening and shipments are being 
made to Honolulu. There is a lot 
of style and class to the product, 
the workmanship and finish being 
quite up to the times. 

The personnel of the company is 
as follows: President, C. E. Potts; 
vice-president, W. S. Johns; secre- 
tary-treasurer and general mana- 
ger, M. L. Houseman. Mr. Johns 
has charge of sales. The factory 
superintendent is George Shanklin, 
well-known to the trade as former- 
ly connected with a large St. Louis 
concern. 

To a shoe man who is about as 
well informed as they get, the fu- 
ture of this young concern seems 
rosy. This individual said to the 
RECORDER representative: “Keep 
your eye on that outfit. They are 
going to show us something big in 
the way of ‘shoe making out here.” 


ST. LOUIS 


Year Shows Big Increase in Ship- 
ments 


The predictions of a few months 
back that the St. Louis market would 
expand during the year 1925 as it 

[CONTINUED ON PAGE 113] 


New Buffalo store of Wm. Eastwood & Son Co., showing spacious 
interior. Chairs, casés and fittings are of walnut 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 


__—] 











“sé OSPITALITY is Chicago’s turn rate and have railroad ticket 
H eter name.” That is the validated at the convention in Chi- 
way “The National Shoe cago. The paid-up membership card 
Traveler” states the case in its De- in the N.S. T. A. will be a sufficient 
cember edition. And specially will voucher in the validating of all rail- 
this be so on the occasion of the road tickets. 
Fifteenth Annual Convention of the : ‘ 
National Shoe Travelers’ Associ- Chicago Planning for 800 
ation, to be held at the Hotel Sher- Plans have been made by the Chi- 
man, Jan. 5-6. Every local is urged cago Shoe Travelers’ Association for 
to send a large delegation. As Presi- -an attendance of at least 800 travel- 
dent James L. Scanlon says: “Every ers, their wives and guests at the 
local association should realize that dinner and dance that will be given 
it is an integral part of the Na- Wednesday night, Jan. 6. A splen- 
tional, and that the National only did evening’s entertainment is prom- 
exists inasmuch as the local exists. jged, 
The National lives and has its being The association voted to indorse 
in the locals.” the candidacy of Charles.W. Evans, 

The convention in January, 1926, now vice-president, for the presi- 
will be one of the most important in dency of the National organization 
the history of the N. 8. T. A. It for 1926 and to continue in office of 
will also be one of the most interest- treasurer the old “war horse”. Dave 
ing and- pleasing. The Chicago Davis. 
boys are taking the entire matter in The association also voted that 
charge. For the evening of the the banquet which is given in honor 
sixth a most elaborate program is 
well under way. All delegates are 
the guests of the Chicago Shoe 
Travelers at a banquet in Chicago’s 
most beautiful banquet hall, where 
ali the members of the trade—shoe 
manufacturers, retail shoe mer- 
chants, and allied branches—will 
make merry. 

The National Shoe Traveler states 
that all delegates registering the 
first day of the N. S. T. A. conven- 
tion will be assured of a place at the 
banquet table—there will. be no 
guarantee of a reservation to those 
registering after that date. 


Reduced Railroad Rates 


Reduced railroad rates, good for 
attendance at both the N. S. T. A. 
and N. S. R. A. Conventions, may 
be purchased at any railroad station 
starting point in the United States 
and Canada. Be sure when purchas- 
ing ticket to ask for the certificate 
granting the special reduced — re- 
















Reduced Rates to 
Chicago 


From the National - Shoe 
Travelers Association office in 
Boston comes the message to 
all members that by present- 
ing membership cards in the 
N. S. T. A. at any railroad of- 
fice in the country and asking 
for Chicago convention certifi- 
cates reduced rates will be ob- 
tained amounting to about a 
fare and a half, instead of fare 
both ways to Chicago. This 
certificate covers attendance 
at both the N. S. T. A. con- 
vention of January 5-6 and 
the N. S. R. A. convention of 
January 7-9. 

All aboard now boys for the 
Chicago Convention! 































Hospitality Is Chicago’s — 
Other Name 


of the visiting “delegates will only 
be given to those delegates who pre- 
sent their credentials and register 
for the National meeting by Tues- 
day noon preceding the dinner. All 
visiting delegates are urged to make 
plans to register at headquarters by 
this time in order to assure their 
attendance at the banquet. Shoe 
travelers members of the Chicago 
association are urged to make imme- 
diate reservation with Charles L. 
Heilbrun, secretary, 45 South Wells 
Street, Chicago, or with Dave Davis, 
vice-president of the Chicago Asso- 
ciation, 189 West Madison Street, 
Chicago, as early as possible in order 
to avoid confusion and to assure 
convenient seating arrangement of 
guests. 


The Iowa Buys “On 
the Job” 


The Shoe Travelers’ Auxiliary of 
Iowa are very busy these days co- 
operating with the Iowa Retail Shoe 
Dealers’ Association on the conven- 
tion and style show to be held at 
Hotel Fort Des *Moines, Feb. 16-18. 
The Iowa travelers and merchants 
are always. one when it comes to 
“putting things over,” shoe conven- 
tion and shoe stylewise. J. E. Wil- 
liam Prescott is the most efficient 
chairman of the Shoe Travelers’ 
Auxiliary Publicity Committee. The 
list of officers of this association is 
as follows: Jack Clark, president; 
L. D. Ream, first vice-president; Ira 
A. Hall, second vice-president; C. S. 
Bowman, third vice-president; Carl 
P. Ortlund, secretary-treasurer, with 
office at Hotel Fort Des Moines, Des 
Moines; and the following commit- 
tees: 

Auditing—C. A. Clark, chairman; 
Frank Gardner. 
Constitution and By-Laws—Paul 
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There Is Only One 
GENUINE BARBOURWELT 





This rib is only a erm 
sewed-in gasket of 
rubber, or stuffed 


upper leather ~~ 


The rib of genuine 
BARBOURWEILT is all 
one solid piece~part 
of the weit itself ~ 











There is @ very radical and distinct difference between the 
construction of BARBOURWELT and any other so~call- 


ed “cork-welt”™ on the market. 


BARBOURWELT is the only welt of its kind manu- 
factured from sole leather in one solid piece. All other welts 
which casually resemble this are of two-unit construction 
in which the “rib is made of rubber or of stuffed upper 
leather. The rib of BARBOURWELT is combined 
Sa the Goodyear Welt as a solid integral part of the welt 
itselr. 


From the very nature of its one~piece construction 
BARBOURWELT affords real added value to the shoe 


which can be obta ined i in no other way. 


Shoes made with BARBOURWELT hold their shape. 
The upstanding rib of sole leather acts as a retaining wall 
that retards the natural tendency to “tread over and distort 


the shoe. 


NATIONAL AD VERTISING is acquainting the 
public with the merits of this construction. For volume, 
turnover and repeat orders from satisfied customers, specify: we 


"BARB OURWELT 


Manufactured Exclusively By 
BARBOUR WELTING COMPANY, Brockton, Massachusetts 


When writing to advertisers please mention Boor anp SHor REcorpER 
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“Tom” D. Cahill, style man for 
The Cahill Shoe Co. 





Moody, chairman; W. R. Smith, O. 
E. Hamilton. 

Eatertainment—Carl P. Ortlund, 
chairman; Jack Clark, Con Quinn. 

Grievance — O. R. Blechinger, 
chairman; P. W. Flandermeyer, 
Mark Hannah. 

Membership—Fred Smith, chair- 
man; B. F. Goldman, O. E. Rap- 
poleye, C. F. Barstow, Dan Reynolds, 
Fred Crowley, Lou Ream, Tod Gal- 
lagher. 

Publicity—J. E. Wm. Prescott, 
chairman; Ira A. Hall. 

Resolutions—Ira A. Hall, chair- 
man; B. F. Goldman, John Allen. 


Cahill Salesmen Headed 
for St. Louis 


At the St. Louis Pageant of Foot- 
wear, Jan. 4-6, “The Cahill Catchy 
Creations” salesforce will be “right 
on the job” at the Hotel Jefferson. 
Headed by Tom Cahill, the Cahill 
style man, and Charles G. Puchta, 
the Cahill superintendent, Robert 
Cahill and Harry Cahill, the follow- 
ing boys on the salesforce will take 
part in “telling the world” about 
their line: 

J. G. Coleman, who covers Florida, 
Alabama and Georgia; John Hach, 
Michigan; B. W. McKeown, North- 
ern Ohio; R. J. Patrick, Virginia, 
North Carolina and South Carolina ; 
George ‘ Schuette, Indiana; H. F. 
Stevenson, Mississippi, Louisiana; 


W. W. Watkins, Kentucky, Tennes- 
see; K. Heimberger, Pennsylvania; 
T. P. Priddie, Texas. Tom Cahill 
covers the large Eastern cities; 
Robert Cahill, the large Western 
cities, and Harry Cahill, Oklahoma 
and Arkansas. 






Congratulations to *‘Na- 
tional Shoe Traveler”’ 


The December edition of 
“The National Shoe Traveler” 
has just been issued. This 
edition is No. 3 in the series. 
While the first two were most’ 
readable, this is the very best 
of them all. It is well edited 
and the matter is most inter- 
esting. A strong plea is made 
for a good attendance at the 
fifteenth annual convention of 
the N. S. T. A. at the Hotel 
Sherman, Chicago, Jan. 5-6. 















































A. E. (“Al”), Oldaker, Jr., who 
recently joined the sales force of 
the Thomas G. Plant Co. 








Curtis Reports Good 
Business 


A. A. Curtis of the Bond Shoe Co., 
at 132 Duane Street, New York, re- 
ports that he has recently completed 
a most interesting trip through the 
South and Middle West. “And with 
the exception of Texas, I found con- 
ditions to be in mighty good shape,” 
said he. “I have had a good business 
on the Bond Shoe Co.’s line and 
noted a feeling of optimism among 
all of the trade.” 


Milwaukee Salesmen 
Nominate 


L. L. Imig, of the Rich Shoe Co., 
was nominated president of the Wis- 
consin Shoe Travelers’ Association 
at a meeting of that organization 
held recently at the City Club in 
Milwaukee. Others who were nomi- 
nated for office include John Kowal- 
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ski and Fred Schmitt for vice-presi- 
dent, and C. W. Johnson, secretary- 
treasurer. 

The value of more extensive news- 
paper advertising on the part of the 
shoe merchant to combat the work 
of the house-to-house canvasser and 
the mail order house was emphasized 
in an address by Charles Roussey, a 
member of the educational commit- 
tee. He emphasized the inroads 
which the canvasser and the mail 
order house were making on the shoe 
business. 


Lundberg with Clinton 


Shoe Co. 


F. R.* Lundberg, Minneapolis, 
Minn., who formerly represented the 
T. D. Barry Co., Brockton, Mass., is 
now Northwestern representative for 
the Clinton Shoe Co., Clinton, Iowa. 


Sells “Sally Walkers” 


Lee F. Becker, formerly Simplex 
representative in Pennsylvania, is 
going to take the “Sally Walker” 
line of shoes.into Pennsylvania and 
part of New Jersey. Prior to com- 
ing with Simplex, Mr. Becker had 
quite an extensive experience in 
shoes for the young folks in connec- 
tion with selling the Jos. I. Melan- 
son line. Prior to that he had a 
wide experience with the Regal 
Shoe Co., which fits him ideally to 
serve the merchants in his territory 
with the juvenile Goodyear welt 
footwear made by the Schieffele 
Division of the United States 
Shoe Co. 





Lee F. Becker carries the “Sally 


Walker” line of young folks’ 
shoes to the merchants mm Penn- 
sylvania and part of New Jersey 
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Roy M. Farley, in charge of sales 
of the Nature Footwear Corpora- 
tion, Brewer, Maine 


Farley with Nature Foot- 
wear Corporation 


Roy M. Farley, who has been con- 
nected with the Sawyer Boot & Shoe 
Co. for the past fourteen years as 
traveling shoe salesman, has _ re- 
signed his position to become a mem- 
ber of the Nature Footwear Corpo- 
ration, manufacturers of children’s 
and growing girls’ high grade shoes 
and moccasins, of Brewer, Me. Mr. 
Farley will have charge of sales. 

Having been in the shoe business 
for the past twenty-three years, Mr. 
Farley is fully. acquainted with all 
its many angles, and by ability and 
square dealing has established a fine 
following among the shoe trade 
throughout Maine and New Hamp- 
shire. 

Without question Mr. Farley is 
one of the most popular salesmen in 
the “Pine Tree State,” and the Na- 
ture Footwear Corporation is to be 
congratulated on having him associ- 
ated with them. 

With the very fine start this com- 
paratively young concern has at the 
present time, and with the added 
impetus Mr. Farley is bound to give 
to the business, it seems only a mat- 
ter of a very short time before this 
firm will find it necessary to enlarge 
its quarters. 

Already numbering among its cus- 
tomers some of the largest and best 
concerns in the country, located in 
Boston; New York, and Philadelphia, 
the Nature Footwear Corporation is 
in a fair way to mean much to its 
community. 


“Bet on yourself, then win.”—E. 
A. B. in Walk-Over Prints. 


Jacob W. Richards Is Dead 


Jacob W. Richards died Dec. 1 in 
his eighty-fourth year. Funeral 
services were held Thursday from 
the Chapel. Interment at Oakwoods. 

Mr. Richards, known as “Jake,” 
was one of the oldest salesmen in 
Chicago. He was born in Massachu- 
setts in 1841, came West at an early 
age, settling in Arcola, Ill., opening 
a retail store of general merchan- 
dise. 

He came to Chicago in 1869 and 
became affiliated with a large job- 
bing clothing house here; at, the 
great fire in 1871 the firm went out 
of business. He then associated 
himself with M. Selz & Company, 
afterwards changed to Selz, Schwab 
& Company, with territory in the 
Middle West. While with that house 








Stebbins. “Steb,” 


William Kin 

as he was affectionately called by 
his many friends in the trade, has 
passed on. He was affiliated since 
1883 with the Heywood Boot & 


Shoe Co. of Worcester, Mass. 
“Steb” started out on his last, 
long trip, Nov. 4, 19265. 





he sold “Selz Boots” to the largest 
dealers. y 

“Jake” being of a political nature, 
and through the request of his many 
friends, was elected as assessor. 
Owing to his personal popularity he 
was reelected for another term. 
After retiring from politics he con- 
nected with the Northwestern Mu- 
tual Life Insurance Company, with 
whom he has been for many years. 

He was a charter member of the 
Iroquois Club and also of the Knight 
Templars and several other Masonic 
bodies. 

“Jake” will be mourned by his 
many friends. Generous to a fault 
and loyal to his friends. 
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Rochester Boys Meet 


The Rochester Association of 
Traveling Shoe Salesmen met on the 
first Saturday in December, and it 
was suggested that the constitution 
be changed so as to arrange for 
three evening meetings in the win- 
ter and. three in the summer, in- 
stead of the weekly “get togethers”’ 
from the first of December up to and 
including the last week in February. 

The annual meeting will be held 
on Jan. 2, when the election of offi- 
cers will take place. President A. J. 
McLeod is a candidate for reelection 
and C. B. Crowley has been- renomi- 
nated for secretary-treasurer. 


Phil English on Trip 


“Phil” English, Jr., represents 
the Robinson Shoe Co., Georgetown, 
Mass., makers of women’s McKays. 
Mr. English is making a month’s 
trip to the Middle West, going as 
far as St. Paul, thence to Dallas, 
Tex., to New Orleans, and home by 
the Eastern and Southern States. 
He is covering the wholesale and big 
retail shoe trade. 


Congratulation to “Jim” 
Smith 


James P. Smith of the Conrad 
Shoe Co., Brockton, Mass., and the 
Ross Shoe Co., Marlboro, Mass., an- 
nounces the arrival of a young lady 
at his home (weight nine pounds). 
“Mother and baby are fine—isn’t 
that great?” announces ‘“Jim.” 
“Congratulations,” say his many 
friends in the trade. 


“Jim” Smith, of the Conrad Shoe 
Co., and Ross poo Co., Marlboro, 
ass. 
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UNCNNAL 


ai MARKET OF AMERICA 





At the St. Louis Pageant 


of Footwear Fashions 


January 4, 5, 6 


Headquarters—Hotel Jefferson 





The Cahill Shoe Co. The United States Shoe Co. 
The Charles Meis Shoe Co. The Vollman, Lawrence Co. 
The Julian & Kokenge Co. The Stanley Duttenhofer Co. 
The Roth Shoe Mfg. Co. The Krippendorf-Dittmann Co. 
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"FLEXRIDGE CAMpadeke 
WONDERFUL PROPOSITION" 
..- actual telegrams 


from representative merchants 


A BOVE are quotations from telegrams sent by two representative 





Style from the word “go” shoe merchants to a third. The third merchant, considering 
the “Flexridge” proposition, ‘had asked the others what they 


f 
—and a f eature, too. thought of it. Their answer ?—you’ve read it yourself! 


Remember, these “Flexridge” endorsements came from one retailer 
to another—they were not written in answer to any inquiry of ours. 
They represent the unbiased opinion of two representative concerns 
who are now handling The Flexridge Shoe. “Going over big”— 
“wonderful proposition’—could you possibly ask for a stronger 
recommendation ? 
Indeed, this new-type footwear is everywhere being enthusiastically 
received by. dealer and public alike. No other shoe has the arch-sup- 
port that leaves the foot free and flexible—no other shoe unites to 
the “Flexridge” degree a feature that women need with the style 
that women want. Not just a feature shoe—not just a style shoe— 
but a style shoe with a feature—a combination that enables merchants 
to offer something that cannot be duplicated. 

: Would you like to know who sent these telegrams ?—Would you like 
The Hollywood—No. 3003 — Patent to know all about The Flexridge Shoe? Then—write! 


colt three-button, 227 last, 14/8 Spanish 
wood Cuban heel, welt sole. In Stock. 


Price $6.15 
‘Flexible where you want it. . . Rigid where 
you need it”’ 





The Dobbs—No. 3010 — Patent colt 


: " , welt sole. In Stock. 
pump, 14/8 x a ie $6.15 The Duttenhofer Branch 
The Flerridge Shoe will be on display at of the United States Shoe Company 


the Hotel Sherman in Chicago, and at the 
Jefferson Hotel in St. Louis. Sixth and S eve fis. Ci 














THE QUALITY SHOE “ete? 
Si 


When writing to advertisers please mention Boot anp SHor Recorver 


. i 








WO, 
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CINCINNATI 


THE N.S.R.A. CONVENTION 
Chicago, Jan. 7, 8, 9 


Headquarters, Hotel Sherman 

























J & 
The United States Shoe Co. The Julian & Kokenge Co. 
The Vollman Lawrence Co. The Krippendorf Dittmann Co. 
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Years of Cincinnati Shoes—The St. Louis Style 
Pagent and the N. S. R. A. Convention 


The lines of footwear to be displayed by the leading 
manufacturers at the St. Louis Pageant and the 
N. S. R. A. Convention at Chicago, represent eighty 
years of experience in building shoes. Cincinnati 
manufacturers have been trained in the school of ex- 
perience; they know how to make GOOD shoes. With 
this inherited spirit of Quality Footwear, the manu- 
facturers have added Style with enough dash, and in 
such a way, that the Cincinnati industry enjoys the rep- 
utation of building a solid business for retailers who 
buy Cincinnati lines. Thousands of merchants feel 
that Cincinnati shoes are responsible for their success; 
thousands who are to see the splendid array of Cincin- 
nati Footwear at the St. Louis Pageant and the 
N. S. R. A. Convention will follow the lead of those 
successful merchants who already carry Cincinnati 
lines and find out for themselves the Profit Possibili- 
ties in Cincinnati Footwear. 


























=i MARKET OF AMERICA 
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§ = SPECIAL 5-HOUR 
S SERVICE ON THESE 
4). HOLIDAY SLIPPERS 
Or Arciving in, Monday's 8 A.M mail it ha Before avon your, ardor is in the shipping (s2 



























copied, registered and sent te room and goes out of the house 
the steckmen by 9 o'clock. Before noon it ip gow tame time between and 1 o'coa— 
J filled and packed. within 5 hours from receipt. 


































No. 1145 
Cavallier Nullifier 
Men’s Golden Brown Kid Boot 


Opera-Everett- 
Nullifier — $2.05 


Three matching ‘styles—all of 
nuine Chocolate Brown Kid— 
















Style Nullifier with 2-inch f : 

) inlaid collar; ; soneae gine heel. urn sole, rubber heel, Kid in- ¢. 
») full lining. High grade Hand sole and quarter lined. y 
G Torn; sare S © 3 2266—Gore Nullifier, 6/11, bP) 

$3.50 $2.05 





2261—Everett Style, 6/1 is 
2263—Opera Slipper, 6/11, 
$2.05 













4 No. 1144 
ay Faust Nullifier 



































Men’s Golden Brown Kid Gore- 
less Faust Nullifier; kid and drill 
lined; rubber top lift heel. High 


Nullifier-Everett $1.50 © 
Boy’s Ev., $1.40 






grade Hand Turn; 6 to 11— oo oo xe — 
¢ cKay ippers wit rubber 
(of $3.25 heels, leather insole and quarter ry) 





lining. Well made merchandise. 


2048—Gore Nullifier, 611 ¢ 
2045—Men’s Everett, 6/11, 

$1.50 
2058—Boy’s Everett, gy ¢. 

















$3.25 Operas 


Quality ‘Turn O gift! Aristocrat 
Turn Operas—unusually 












S andsome goods for the exacting NULLIFI 
v trade. Richest colors—elegant ER 
4”) ak ES perfect in every detail. 
2087—Red Kid lined; 2088— 
Black Kid lined; 2086 and 2113 
—Gray. Kid d lined. Sizes 6 to 11. 


) 2086—Rovyal Blue Kid, $3.25 
5 2087—Bright Patent Colt, 












yp) 
Stitchdown Nullifiers 
Men’s Kid Gore Nullifiers with 


thick flexible stitchdown soles, ri 
rubber heels. The best values at Dd ; 
the prices quoted the market af- (4) 






























1088 Flame Red Kid, $325 aes = 
m é — 
iD? 2113—Lizard vamp, Patent ite ; pala asiets Be LY 
) quarter and trim......$3.25 2323—Chocolate Kid, 6/11, \ 



































a 225—Golden Brown, 6/11, 
g Opera-Everett- 2127—Choc. 6/12, $1.65; i 
A Nullifier — $2.85 . eae Oo ree es 1.60 ¢ 
Three matching Ce gem of fine 
Golden Brown Kid. grade Felt Hi-Los 


Turns—Kid lined “are ber lift 
heels, 







A tip-top Price attraction. Men’s 











{ Fel - dded y 
y) 2186—Gore Nullifier, 6/11, aise thes oe bot Te ook ( 
Cv 8 ors—sizes 6 to 11. ¢ 
2253—Everett Style, 6/12, 1155—Oxford Gray Hi-Lo, J ) 
$0.75 





2254—Opera Slipper, 6/11, 
$2.85 


SEE OUR DISPLAY AT THE ST. LOUIS SHOW 


1156—Brown Felt Hi-Lo, 
$0.75 






















ST. LOUIS FFERSON 
qi ‘ Mon. Tees. segiek ten. Py) 
| ‘ 616 and 617 
' January ST. LOUIS ¢ 
4, 5, 6 





When writing to advertisers please mention snag anp SHoz Recorper 
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BAND-GRIP 


a (PaTENTED SHOE ) 
for WOMEN 


The bandage idea built into a shoe; not 
only different but startlingly original. Now 
offered only in the BAND-GRIP. 

The feature is a band, which is built in the 
shoe and which can be regulated to suit your » 
customer’s comfort; it supports the entire 
foot—the sides of the arch as well as the 
bottom. 



































































































































































































































Invite your customers to come in and try 
on the BAND-GRIP—they can see the dif- 
ference, they can “feel the difference.” 


B. W. (Business Woman) 
Combination Last 


B. W. 4-strap in stock 







































































“Band-Grip” 
own in this 
host sketch” 
of course, in- 
sible. 
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Trade-Mark 
. U. 8. Pat. Of. 








































































































Now made in rich patent leather, 
as per illustration, as well as black 
kid. 
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Zhe Be W, busin on 
B. W. Gas pony 24 
Wo man) No. 8-409 No. 8-410 


stock. 
Black Kid Patent Leather 
(Areh Corrective) (Arch Corrective) 


AAA 5-9 B 3%-9 AAA 5-9 B 3%-9 
AA 5-9 C 3%-9 AA 5-9 Cc 38%9 
A 49 D4 2 A 49 D4 9 


$5.10 $5.10 
Sizes in Stock 


AAA 5 -10 AA5B -10 A 4-10 With Gray Kid Linings NET 30 DAYS 


B 3%-10 2“ D 4-10 $5.20 
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Satisfy the demands of the Ultra 
Fashionable—more profits 


The keenest buyers and mastitis of fine quality 
footwear must constantly study the demands of the 
ultra fashionable women in their communities. 

Patterns that satisfy the finer sensibilites of these style- 
leaders are to be found in the Stanley Duttenhofer 
line, season after season. 

Our styles are ever shifting with the changing whims 
of fashion dictators, while our standards of high qual- 
ity remain unaltered. 

We direct your attention to the distinctly new touch in 
the pattern here illustrated. 


Dance One Strap McKay — 105 THE STANLEY DUTTENHOFER SHOE CO. 

* Last—Blonde Kid trimmed with i . e 
Bois de Rose. Made in all com- 1401 Plum St. Cincinnati, Ohio 
binations to order — four weeks 


delivery. ~ ee us 
St. Louis, Jan. 4, 5, 6, Hotel Jeffer- 
son, Room 1119. 


STANLEY . Chicago, Jan. 7, 8, 9, Regular Chi- 
DUTTENHOFER SHOES es Great North- 
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of the many styles in sport oxford effects 
shown in “Cahill’s Catchy Creations” dis- 
played at the 
1710 Biarritz 


Hotel Jefferson—St. Louis Vamp and Quarter from’ Parchment Calf 
January 4, 5, and 6. ““"Geleas Pig tenure 


Messrs. Tom Cahill, Robert Cahill, Harry 
Cahill. 


You should not miss this display of lovely 
shoes. 


THE CAHILL SHOE CO. 


CINCINNATI 
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Real Trade Builders 


New low heel, fair stitched Tie pat- 
ern produced by CMSC in three 
leathers: No. 8920—Patent Chrome, 
Gun Metal Calf trimmed; No. 8930— 
Gun Metal Calf, Patent trimmed; No. 
8940—Russia Tan Calf, darker shade 
Tan Calf trimmed. B, C and D 
widths in stock. The Charles Meis 
Shoe Company, Manufacturing Whole- 
salers, Cincinnati 


Phyllis Pump in Black Satin trimmed 

with Iridescent Patent, 19/8 Heel, 

By The Holters Company, Cincin- 
nati 





t710 Biarritz— Vamp and Quarter 
from Parchment Calf. Trimmings of 
Madura Calf, Griess Pfleger Tanners. 

By The Cahill Shoe Co., Cincinnati 


The Tampa Strap—Patent Leather 

with Blondine Kid covered heel. Ap- 

pliqued quarter and vamp with Blon- 

dine Kid. Sparkling with K-D Style. 

The Krippendorf-Dittmann Co., Cin- 
cinnati 
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Patterns [That Sell 


B. W. Crescent Corrective 3-strap. 

In stock, patent leather or kid. 14/8 

leather heel, rubber toplift. On the 

new nifty Miss B. W. Combination 

last, designed especially for Arch Cor- 

rective strap shoes. The Roth Shoe 
Mfg. Co., Cincinnati 


The Ritz—Decidedly stylish in its in- 
dividuality. The smartness of the 
Patent Leather is enhanced by the 
petite gold kid trimming and orna- 
ment. Made over French and medium 
toe lasts, carrying 16/8 heels. The 

Vollman, Lawrence Co., Cincinnati 


No. 3074—Redfern Sandalwood Tan 

Calf with Sauterne Calf Trim. 14/8 

wood Cuban Heel. By mg ome, ef 

Branch of United States Shoe Co., 
Cincinnati 


The Mode—Two strap patent leather 

with black ooze inlay cut-outs. Car- 

ried in stock. Shown by the Julian & 
Kokenge Co., Cincinnati 





Dance One Strap McKay—105 Last— 
Blonde Kid trimmed with Bois de Rose. 
Made in all inations to order— 
four weeks delivery. By Stanley Dut- 
tenhofer Shoe Co., Cincinnati 


MARKET OF AMERICA 
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A bountiful harvest of sales, like a harvest of crop, de- 
pends largely on the manner and degree of cultivation. 








When your market soil is enriched with a universal ac- 
quaintance with the shoes you are handling, sales are 
made easier, faster and in greater volume. The harvest % es lesees 
is truly plenty. } mine 28 AS Oe ycgen AAeeenee” 














Av : 


SOF i, sae " 


A Foot Saver featured in magazines 
having a circulation of over Four (4) 
Million copies. Estimated actual 
readers Eight (8) Million. 


Carried in Stock, ready to ship: 
Widths AAA to D. Sizes 4 to 10. 


Model No. 377—Patent Leather with 
Black Ooze Inlay. 


Model No. 378— Black Vici Kid — 
Black Ooze: Inlay. 
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Women everywhere know about J & K Foot Saver 
shoes. They are reading about them ‘in their favorite 
magazines, every month in the year. 


This knowledge that women have of Foot Savers is 
a cultivation of your local market for you, the Foot 
Saver Dealer. 


This cultivation represents a tangible investment on 
which you, the exclusive J & K dealer can cash in. 
It is an opportunity for additional business you other- 
wise would not get. That means bigger sales—faster 
and easier sales. 


Write us and we shali have a representative see you 
soon. Or if you will attend the conventions, re- 


member we have displays at 


St. Louis—January 4, 5, 6 
HOTEL JEFFERSON 
Rooms 1021-1022-1024-1026-1028 


Chicago—January 7, 8, 9 
HOTEL SHERMAN 
Rooms 1000-1001-1002-1018-1019-1020-1021 


THE JULIAN & KOKENGE COMPANY 


. Makers of the famous I & K Arch Fitting Shoes for Women 
East Fourth Street 
CINCINNATI, OHIO 
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DEPENDABLE 
Styles 


At the St. Louis Style Pageant 
and the N.S. R. A. Convention 


The K-D styles that will be shown 
at the St. Louis Pageant and the 
N. S. R. A. Convention at Chicago 
are those that the wideawake mer- 
chants are anxious to see. They 
have been selected to meet the re- 


THE TAMPA STRAP " . 
Patent leather with Blondine Kid covered quirements of successful retailers. 
heel. Appliqued quarter and vamp with 
Blondine id. Sparkling with K-D Style. 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 


, Style Quality Service 


PATENT COLONIAL 
Patent Colonial effect with a very attractive 
old siver beaded ornament. Another K-D THE BELPRE 
creation. An “‘Archopedic’’ model. Ready for 
delivery from stock in Black Kid 
and Patent Leather. 





Ze . . .* j 
Z| moe 
eee ret)” MARKET OF AMERICA 
Sralls =: alee 
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Y 
National Shoe Retailers 
Assaciation 
e In 0 hon.and: ofifrrec. 2 
A consraclive suf frorl, (geen lolhe 


National Shor Convention 
Change funuary TLISIO 














The Ardent 
Balloon j 


Regis ol” 


Gore Pump F 
y 

















Lis 
“POPULARITY” 


THE NEW ARDENT BALLOON—More 
popular than a Debutante at her first party. It 
sparkles with individuality, it pleases the eye, it 
instills a yearning for possession. It is a rare, 
wondrous melody played for the delight of 
College Girls and “Moderns.” 


THE RITZ. An enchanting origination, rich in 
its refinement and delightful in its harmony of 
design. Made over the new French Toe so 
popular with stylish women of good taste. 


THE VOLLMAN LAWRENCE CO. 














The Jefferson Hotel 
Room 717 
Chicago 
The Sherman House 
We Shall Be Happy te 


CINCINNATI 
“The House of White Satin Shoes” 
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of steel ..... not of gold 


OMETIMES an arch-support shoe is so high-priced that you would al- 

most think the arch-support was built of gold. But with the down-to- 
earth price of The Protex Arch Shoe, you know at once that it contains no 
precious metals. It’s a shoe with a tax-free feature. 


No need to tell you how “Protex,” with its low cost, widens the market for 
the arch-support shoe. Many women who know they need a shoe of this 
type, hesitate to part with the money usually needed 
to purchase arch-support footwear. But with “Pro- 
tex,” price is turned into a help instead of being a 
The hindrance. 


Clara ; 

Remember, too, that with The Protex Arch Shoe you 
are not selling merely low-priced footwear—you are 
selling low-priced footwear with a high-priced feature. 
That combination is bringing more sales to hundreds of 
dealers throughout the United States—there is no rea- 
son why it cannot bring as much to you. 


Write today for full information about The Protex 
Arch Shoe and its helpful in-stock service. 


| noth pach 


SHOE 
No. 54 iewetets pon a kid strap, LR HOLTERS COMPANY 


COMBINATION PROTEX ARCH, 13 
leather heel, rubber top lift. Price $4.60, Branch of The United States Shoe Company 


No, 56s number is the “Clara” in, all Sixth and Sycamore Sts. Cincinnati, Ohio 


patent leather. Price $4.60, net 30 days. 
The Laura CHICAGO OFFICE: MINNEAPOLIS OFFICE: 

No. 61 (Illustrated) All patent leather two- 
strap and cut-out, COMBINATION PROTEX 310 Security Building 723 Boston Block 

. ARCH. "18 Teamiee Seek, “rubber top lift. P. S. The Protex Arch Shoe is styled with the same correct- 
—_ ee net voing — ate oes ue typical of reg: Sage ee rm Light, trim and good- 
o 60— ® number 8 ‘Laura i i 
black kid. Price $4.60, net 30 days. ee ee ee oe ee ae ey oe 
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Plain Toe, Lace 
Tan Calf, Smoke Bik 5 
Tan Calf, Smoke Eik Top, 4/8 
Patent, Field / 
ney 


Paten e 
All Tan Calf, 8%/11 
All Tan Calf, 4/8 


Child’s Patent, Field Mouse Top, 4/8 
Child’s Patent, Smoke Pik . 
Child’s Tan Calf, Smoke Elk . 





Big Sellers With Us 


Mean Satisfied Customers for You 


3 W’s LENOX WELT, CROSS-WORD PATTERN 


W's LENOX, TURN OROSS-WORD PATTERN 


PATENT LEATHER 
COLONIAL BUCKLE 


Growing Girl's, (Cuban Heel), 











"THERE a background of many 
years in “S boudoir business back 
of me. These years have shown me 
what to put into them to enable the 
trade to get a lot out of them—in 
dollars and cents and consumer 
will. Write for sample pair. ill 
send with prices, At once deliveries 
in 36 pair cases. Black Kid, leather 
or rubber heels. Colored 
Kid, leather heels only. 





APPROVED BY 


MEDICAL MEN 

















Immediate 
Delivery 
(From 
Stock) 
lien on Holiday 
Rush Orders 


Dos. Pr. 
Style 110—Felt, guaranteed all wool—Blacks, Brown, 
Beaver, Fawn, Taupe, Clay and Pearl Gray 
Same in Pearl Gray 
Style 112—Kersey—Black, Brown, Beaver, Fawn 
Style 112A—Genuine English Cloth in Gray only 
Style an pean Fawn—leather trimmed—4 


hand 
Style 115—Genuine English Box Cloth, Gray and Fawn.. 30. ‘00 
Women’s Felt Spats—Dos. Pr. $14.00—Kersey 20.00 


Buy BUCKLES in Assorted Dozens 


It enables you to have a selection of styles in a small stock 


Assorted oes ge ge A finished 
complete attachments and inlays, leather or 7 


Above with attachments, our recent improvement, 6 P 
Braided Ly eee Stende, Brown and Black Satin «a 


Patent 
Assorted a Vamp Ornaments 


'_ JDEAL MANUFACTURING CO. 
The House of Shoe Specialties 
4248 N. Crawford Ave. CHICAGO 
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Mr. 
INDEPENDENT 
RETAILER.... 


OU can rest assured that no vol- 

ume competitor in your territory 
has any price advantage over you on 
Top Notch Rubber Footwear. 


The price that you pay for Top 
Notch Rubber Footwear is the same 
that any store, regardless of the size 
gets. sc of its purchases, is getting. Cut price 
The famous “boot with the competition on Top Notch Rubbers 
need not worry you—no other store 
will undersell you because of securing 
a price concession from us. 


TOP NOTCH AJAX AND VULCAN 

A rubber that fits-the shoe, 
wears longer. Top Notch 
rubbers are noted for their 
snug-fitting qualities. 


TOP NOTCH CORN BELT 


The sturdy, strongly-built 
all-rubber arctic. 





A COMPLETE LINE NATIONALLY ADVERTISED 
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A record of quality for 25 years is 
your guarantee that Top Notch prod- 
ucts will satisfy your customers and 
add to the reputation of your store. 
It is a distinctive line which you can 
profitably feature. 


Quick service in supplying retail- 
ers’ immediate requirements is pro- TOP NOTCH MARS 
6 ; : A neat, serviceable 4- 
vided by our seven branches in buckle arctic for the entire 
leading cities. 


BEACON FALLS RUBBER Uj b fas 
_ SHOE Co. no a ae St 


The patented clincher 
cushion heel of Top Notch 


Makers of rubbers and arctics makes 


the heel last as long as the 
Top Notch Rubber and Canvas Rubber oe 
Sole Footwear 


BEACON FALLS, CONNECTICUT 


241 Congress St., 106 Duane Street; 
Boston, Mass. New York, N. Y. 


208 So. Jefferson St., 926 Broadway 
Chicago, Ill, Kansas City, Mo. 


426 Second Avenue, N., 530 Howard Street, 


. ° ° = TOP NOTCH GRIP SURE 
Minneapolis, Minn. San Francisco, Cal. 


This season a special Grip 
_ Sure comes. with new 
1152 Penn Avenue, molded crepe sole for bas- 


Pittsburgh, Pa. ketball use. 


_ TOP NOTCH 


A GUARANTEE ea OF MILEAGE 





THAT GIVES INDIVIDUALITY TO YOUR STORE 
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ATLANTA 


Men’s Trade Much Better 


~ 

\ 
Business is decidedly brisk right . » 
now in the Atlanta shoe stores, and y 
growing steadily better from day to y— a ; . nt 
day as the holidays approach. Ce Ps 1 

Particularly are the sales heavy 
in men’s footwear right at this time, 
nearly all of the larger downtown 
dealers reporting that their business 
in men’s shoes the past two or three 
weeks has materially bettered the 
business in this line for the corre- 
sponding period in 1924. The same 
is true of juvenile footwear, this 
line having been especially active 
since the opening of the fall season, HENRY LILLY Co. 
and probably averaging 20 to 25 per 88-90 Reade St. New York 
cent better than last year, consider- AUCTION TRADE SALES 
ing the retail shoe business in At- o 
lanta as a whole. 

There has been some increase iate- st OES and RUB BERS 
ly in demand for high shoes in men’s ae — ad 
footwear, though lows still are well 
in the lead, the present average run- 
ning about 75 per cent lows and 25 @ 
per cent highs. The preferred color 
is tan or brown shades, with black 
next. THE SHOE FOR MEN 

Colored Kids for Women po ein ale at pemiene 


In ladies’ footwear colored kids and STO CK DEPT. 5 


patent leathers are in the lead, and 
both lines are very good with a ma- SNAPPY SNAPPY 
ACTION! STYLES! 




































































jority of the dealers. In kids the 
preferred colors now are sauterne S55 Sen” ae 
and bois de rose. Pumps are much THE STETSON SHOE CO., Ine. 





better than straps, the ratio the past Seuth Weymouth, Mass. 


. two or three weeks, most dealers 
advise, running about 75 per cent SNAPPY SHO 
Shoes of Worth pumps and 25 per cent straps. FOR YOUNG MEN 


A. E. NETTLETON CO. J. K. Orr to Help Boost Atlanta valucs unsurpamsed’” Priced te 

H. W. COOK, President . please. Investigate. 

Syracuse, N.Y. U.S.A. J..K. Orr, president of the J. K. CRAIG-GEED ang EMERSON, Inc. 
MEN’S FINE SHOES EXCLUSIVELY Orr Shoe Co., of Atlanta, manufac- Boston Office, 10 High St., Room 304 

turers and jobbers of shoes, is one New York Office—Marbridge Bldg. 

of a group of prominent Atlanta 
business men who have been appoint- BRIDGEWATER 
ed members of a committee to direct- WORKERS’ 
ly superintend the national advertis- 
ing campaign the city is conducting, 
and for the purpose of which about 
$300,000 is being invested to tell the 
story of Atlanta and its commerce 
and industry to the world. 


B. Luntz Dead 


B. Luntz, senior member of the 
firm of Luntz & Banks, shoe and dry 
goods merchants at Forsyth, Ga., and 
actively identified with this company 
for the past twenty-five years, died 
recently at his home in Forsyth at 
the age of 53 years. The store is 
one of the largest of its kind in the 

_ smaller Georgia cities, and Mr. Luntz ay f 
is well known to the trade all over ["'4s61 A y840 | 
the Southeast. S \7541 4. 
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[CONTINUED FROM PAGE 90] 
had during no other previous time 
is being verified. Report after re- 
port issued shows more profit and 
greater shipping figures. 

One specialty house will show, ac- 
cording to an official of the company, 
close to $800,000 increase in ship- 
ments over 1924. The International 
Shoe Company, it is reported, will 
show approximately $4,500,000 in- 
crease in shipments over the same SOFT TOES 
period of a year ago. This will STOCK 
bring the shipments close to $115,- Send ter 
000,000 for 1925. Price List 

A majority of the selling organi- 325 W. Monroe St. Chicago, Ml. 
zations of the large houses will be BALLET SLIPPERS-IN STOCK 
in for the new line during the holi- of the unusual k 
day period. This is being done to Sle Bt Glad 
have the salesmen familiar with 6-11 11%-2 2%-8 
their lines and in’ position to sell $1.30 $1.36 $1.46 
their trade who will be in St. Louis Aceh See 
or Chicago during the style shows. 201 ee eiatiots im Ballet Philedcehn Ee 


More Future Orders Booked IN STOCK 
BLACK BALLET SLIPPERS 


Encouragement is also being found 
in the number of future orders or 
placed. The sales manager of one Misses’ 
of the large houses stated that not . ae 
$1.15 pr. 


a few future orders were being re- 
ceived and this to him was an indi- Ta? Donne Btn Noe Sore NY. 


cation of advance prosperity for 
1926. BALLET SLIPPERS 
Style shoes being placed in the BLACK VICI KID—IN STOCK 


factories are confirmations of what 
has been predicted—colored kid 
shoes, of course, with emphasis be- 
ing placed on the parchment, ivory 
and gray shades.- Mention is also Athletic Shee Mig. Ce., 124 N. Third St., Philadelphia 
made by the style creators of more 
straps than pumps, which seems to QUALITY BALLETS— 


be the consensus of opinion Soft Toe 
HAVERHILL its 2 Tye 
Want a Municipal Shoe Factory - Ct prs 
15c Extra request. 


At a meeting of citizens held at Ase Men's and Women’s Stippers of every description. 
Haverhill City Hall recently, it was ,,, y" eae A co. = 


voted to petition the City Council to 
consider the advisability of a muni- 
cipal shoe factory for the employ- 
ment of local shoe workers. 


Jonas Will Move 


The J. A. Jonas Shoe Company 
will move shortly from their factory 
at 403 River Street to 141 Essex 
Street, Haverhill. This is a modern 
concrete building which will greatly 
improve the working conditions and 
give them the additional space which shoe patt erns 
they require. They will have 36,000 FOR MEN’S FINE SHOES 
square feet and a capacity of 3000 ARLE SHOE PATTERN RN CO. 
pairs daily. Se MAIN ST., BR 

The company manufactures wo- 


men’s novelty McKays for leading 
EMIL RUBLACK jobbers and large chain stores. They Do You Know? 


Maker of Artistic i tome . 
Price and Sale Tickets | °"iginally started with a daily ca- 
Samples Mailed Free on pacity of 500 ae Their pronant wag = peg Pe brent 
ry gives them a capacity 
sine Me canganway 1800, whereas their new factory will rancag eg its quick service is a time 
Ne. 250. $2.50 pe 100 Established 1903 increase this to 3000 pairs daily. saver in meeting immediate needs. 





























































































































Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


Used for many years by some of 
ar Toraert shoe manufacturers. 
ulp Product Department 
WestVir, rginia Pulp & Paper Company 
Detroit New York Chicago 














T. W. Godsoe, Pres. F. B. Jones, Treas. 
W. G. Donald, Vice- ioe-Pres.” 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 











The One 
W ater proof 
Leather 


That 
Takes and Re- 
tains a Polish. 











SHOES G HOSIERY 
Fer 
Boys and Young les 
Dr. A. Posner Shees, ine. 


140 W. Broadway, New York 
Fastery Breekiyn, N. Y. 








“ELAM” 


FlexibleTurn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


Boston Office, 183 Essex Street 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder }. 
All the Time 
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Colored Kids Stronger 


First inkling of what the spring 
will bring forth in the way of styles 
and colors in women’s shoes was 
given by Cincinnati manufacturers 
when interviewed last week. Colored 
kids especially tan and buff, will be 
the outstanding thing if early orders 
for spring delivery are indicative of 
what milady will desire in the way 
of footwear. Pumps will continue to 
share the popularity along with strap 
effects. Several manufacturers men- 
tioned that welts both in patterns 
and oxfords showed a noticeable in- 
crease in the retail demand. 


L. S. Reth Renews Contacts 


L. §S. Roth, General Manager, 
Secretary and Treasurer of the Roth 
Shoe Company, Cincinnati, is visit- 
ing old acquaintances in the shoe in- 
dustry in Chicago and Des Moines, 
Iowa. Mr. Roth has been out of 
touch with the men in these cities 
since he left the road years ago and 
now is renewing his contacts with 
old friends in these cities. 


Jay Jaffee After Business 


To avoid being too rushed after 
Jan. 1, Jay Jaffee, veteran sales- 
manager of the Roth Shoe Company, 
Cincinnati, went to visit a few of 
the firm’s customers last week and 
persuaded them to place their orders 
in plenty of time for early spring de- 
livery. 

New Style Planned 


“We are going to place a new 
D’Orsay one strap style pump on the 
market shortly,” said Tom Cahill, 
style man of the Cahill Shoe Com- 
pany. “This shoe will be worked up 
in patent leather with some sort of 
trimming and in a combination of 
light and dark leather. We also are 
featuring a sport oxford in combina- 
tion tan kid with two and three eye- 
lets, for April and May wear and 
for use in the warmer climate of 
the South.” 


New U. S. Plant 


The United States Shoe Company, 
announces the opening of a new plant 
at Buffalo, New York. The Cincin- 
nati concern purchased the plant of 
the Menihan Shoe Company at North- 
ampton and Louisen Streets. Over 
500 workmen will be employed, and 
the factory will be thoroughly 
modern in every detail. It will be 
operated by The Val Duttenhofer & 
Sons’ Branch of The United States 
Shoe Company, and will have a ca- 
pacity of 2000 to 2500 pairs daily. 
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J. R. BEATON CO., Inc. 


331 FOURTH AVE., NEW YORK 


ATLANTA 
CHICAGO as YOU 

















Preserves Leather 
Beautifies Footwear 
Makes Oli Shoes Look New 
THE NU-SHINE Co. 











Mkt. St. Reidsville, N. C. 

















Work Shoes at Chicago 


The Menzies Shoe Company of 
Fond du Lac, Wis., thus far is the 
only work shoe manufacturer which 
will be an exhibitor at the Chicago 
Show next month. The large output 
of this company and its rapid growth 
during the past year makes its 
aggressive president, S. D. Nichols, 
feel certain that hundreds of mer- 
chants attending the convention will 
find their exhibit of interest. 





wcusl| .xeae oul |_| 
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Hotel Oleic 


Broadway at 44th Stree 
OVERLOOKING TIMES SQUARE 


NEW YORK 


Distinguished for Its High Class 
Clientele 


ROOM & BATH 
$3.50 up. 


Room reservations 
are recommended. 























MISCELLANEOUS 





ATTRACTIVE 
SHOE CARTONS 


LABELS 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


~< 


Powder Puff 
Beaded Rosette 


$7.50 Dos. Pairs 
Phain—$4.50 Doz. Pairs 
Sold by Leading we — Supply 
Houses, 


rior Shoe eee \ + om 
ouR Hpward Ave., Brooklyn, x. 























A SHOE STORE NECESSITY 
“Vv ARNUM” 
(Trade Mark Reg. U. 5. Pat. Off.) 

SIZE STICK 
Stick 
wate ok < 

WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American; French, 
English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 
Sticks 


To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. ‘S3."x* 

















MISCELLANEOUS 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 


of shoes. 


“Manchester” 
Trade Mark Beg. U. 8. 
Pat. Off. 





nip are made of 
high-gr ade tool steel, 


nik plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 

“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
\ supply you. 

Price, $4.00 


Frank W. = Co. 


Declan, Mass. 





Branch 
to - Lake St. 











Linen-Leather Sport Shoes 


BrocKToN—Among the many at- 
tractive patterns in men’s sport 
shoes gotten out by Brockton con- 
cerns for 1926 is a Howard & Fos- 
ter production. This shows a men’s 
blucher golf shoe with vamp and 
quarter of real Irish linen of neu- 
tral shade. The tip, back stay, and 
trim are of a light shade of tan 
calf. The shoe has a heavy red 
rubber sole and heel with non-slip 
features, the whole making a fetch- 
ing combination. This shoe is not 
only attractive, but practical. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-sighth Pr incertion OR LINE WANTED—Four cents per word for each 


page per issue: cther “Wont” edvertosmeater evan canis per Weed ter each 
Space ltime Ttimes i18times 26 times 52 times ry re ee eat ry re Boston office of the 
1 in......35.00 $4.00 $8.50 $3.00 $2.60 Heaton ote. When pavertioars tease Gagnmes to come ta care 
2in......10.00 8.00 7.00 600 5.00 for address.” When’ aivertisers Gesire replies, forwarded. direct, to 
8 in......15.00 12.00 10.50 9.00 7.50 sdvertiooment Gnd paid fer seceding’, When Glagiay apace. te 

used allow 45 words to inch. Answers to ads must be sent under 


4 in. eeee .20.00 16.00 14.00 12.00 10.00 letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








WANT SALESMEN RESIDENT SALESMEN 


Can you sell a line of Men’s Genu- An Eastern Manufacturer of a branded line of Women’s Welts featuring both Staples and 
9 and 10 Novelties carried in stock, has openings in the following territories for resident salesmen: 


iron Bend Soles for $3.50 less 5% 
? 7. he gee 4 ee >... CALIFORNIA INDIANA 
oun “as mappy shoes in the ILLINOIS excepting Chicago MINNESOTA 
World. wae’ S seaa ee _ CHICAGO and MILWAUKEE ST. LOUIS 
PITTSBURGH and WESTERN PENNSYLVANIA 


established trade. Sold on straight 
commission basis 6%. Most attractive proposition wll be offered to the rght men. 


COMUMBOLDT, TENN.” ‘STAR SHOE MFG. COMPANY, 186 Lincoln St., Boston, Mass. 

















EXPERIENCED WEST VIRGINIA KANSAS IOWA 


We want experienced salesmen to cover the above territory. We make unlined UNION 


~ ALESMEN STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 


Several choice territories in the ? 
Middle West are open for shoe NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


salesmen with road experience. The 
Fargo-Hallowell Shoe Company, for 
twenty years makers of the well 
a, Seenceren a < chil- 
ren shoes, are now conducting an 
aggressive’ newspaper advertising SALESMEN WANTED 
and sales campaign. s is an 
unuseal oppor tantt é oy og om DETROIT and VICINITY—VIRGINIA, NORTH CAROLINA, FLORIDA, 
shoes not only make but ho eir 
friends because of the comfort to GEORGIA, LOUISIANA and TEXAS : 
the child and the unusual wearing We want experienced salesmen to sell our popular priced line of Women’s Novelty Foot- 
qualities developed during these wear in stock. Liberal Commission basis—New Spring Line January Ist. 

ast twenty years of making noth- Application must be made in own handwriting giving full particulars—present territory, 
ng but good children’s shoes. We experience, etc. Entire matter confidential. Address B-855, care Boot and Shoe Récorder, 
Wik to close contracts for these 207 South St., Boston, Mass. 2 
territories so the men can start on 
the road early in January. Write 
us immediately. 


Fargo-Hallowell Shoe Co. ' A REAL LINE FOR REAL SALESMEN 


313 W. Monroe St., Chicago, Ill. 
: : essive organization aang women’s novelty footwear to dealers for 
bien iate delivery wants real live salesmen with established following on 
commission basis. If you are thinking about the future and want a line 
really worth while, address Sales Manager, Finlin Novelty Shoes, No. 140 
Lincoln Street, Boston, Mass. . 























GALESMAN for Mississippi-Louisiana, travel 
by auto, stitchdowns, McKays 
Seat Sopricey 7a Sf sovestne, | Baeegows 
wn, LES ANTED 
za mrt ~ Ex ine a se Ag ith established ALESMAN AN 
perien salesman wi 
GALESMAN for Eastern North Carolina, trade for Wisconsin and Minnesota for strong Ss aan M Ww TED t 
travel by auto, Stitchdowns, McKays, leg- specialty line of women’s McKays and Welts. Popular Priced’ aan s MeKay Novel. 
gings. State rte gs are covering. Hag- Have established trade, want strong, ene ic, ties. One familiar with jobbing and 
mt tol ane and gging Co., Hagerstown, ie eneeah + aes ae wom. og vam chain store pot peeterred. Wessersal 
ue dled, references and full information i in ft let- onlte, "Give full detaile ae soentaee 


ter. Cahill Shoe Co., Cincinnati, Ohio. scapegtion, Y* in first letter. Address 
Boot and Shoe Recorder, 


B- 
SALESMAN for Western Pennsylvania, travel : 207 South "Bt., Boston, Mass. 


by auto, Stitchdowns, McKa leggings. 
State Pg ome’ ee are eoveriag, V“hhegertioen Wiaready by Canadian Shoe Manufacturer 
hoe & Legging Co., Hagerstown, Maryland. already doing business in the States, an 
— ienced salesman to carry as side line on LIVE wire side line salesmen to sell the most 

ission a Seale, our line of hockey, popular in-stock McKay comfort shoes in 



































“liberal comm: 
ALESMAN for Georgia, Rats oi auto, football and Rugb State age, references 
S Stitchdowns, oe le ow and names of . ion carri Apply to two samples. rie mmniasion 10%. Waite Weber 


tory you are iaserstown hoe & J. E. Samson Reg’d, 20 Arago Street, Quebec, hoe Company, Milwaukee, Wis. 


gging Co., | Bae — Maryland 








SIDE LINE SALESMEN. At the present 


ALESMAN for Missouri and ng Pt travel ALESMAN WANTED—A large New York time we have some territo: 0} r 

Ss by auto, Stitchdowns, bts S jobbing house of women’s and children’s men who have an established ere ee. 
State gerritory you are_coveri ttaetaoen novelty footwear desires wide awake salesmen duce results in selling a real snappy line of 
Shoe & Legging Co., Hagerstown, Maryland. for New York State, Jersey State and Middle Rochester made soft soles and_stitchdowns. 
pb gps ~~, ng arene ae =~ Large — age es Best commis- 
right man. ly wi s trade sion. ‘o the right men drawing account can 
SALESMAN for Northern New Jersey, travel and doing a laspe volume of business need ap- be arranged. State full particular as to ter- 

ritory covered, line now Mack ho. he 





by auto, Stitchdowns, McKays, leggings. pty. Apply by ving references and past 
rescent Shoe Co., 159 Duane St., args - The Mater-Mack 


you are i 
ng Co., Hagerstown, Maryland. New York City. ester, 
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SALESMEN WANTED 








SALESMEN WANTED 








WANTED 


Three Volume Salesmen With 


Alabama 
ida, Kentucky, est Virginia, Tennessee 
and Mississippi, Kansas, Oklahoma anc 
Missouri. 








per 
Write tiving us full inform: 


A. A. CUTTER COMPANY 
Eaua Claire, Wi 











SALESMEN WANTED 


with established trade to carry side line 
all or part of growing girls’, misses’, 
Children’s, infants’ and boys’ shoes in 
stock in Chicago, Seven per cent straight 
commission. References required. 4 


followi territories open: 
if a, Idaho, ee Tlino! 
a 


of Minneapolis and St. 
Montana, Nebraska, exclusive of Omaha, 
North and ‘Sou k 


W. Madison 





ae 
‘| 


a 


ii 
Fr 














GALESMEN—Do you want to sell the snap- 
piest line of Work Shoes and Work a 
made in America by concern owning 

ating their own ‘tannery and Factories? When 
writing state age, territory covered and gen- 
eral outline on what you have been doing. 
Make it snappy. Wolverine Shoe & Tanning 
Corporation, Rockford, Mich. 


AN to handle Women’s McKays as u side 

line for the following places: Chicago, De- 

Buffalo, Wisconsin, Tennessee, orida, 

need ia, Texas, Alabama, North and South 

Carolina. Address B-837, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN for a real line branded ladies’ 
silk hosiery—sold with a guarantee to the 
goods, shoe and specialty shops throughout 

the country. State territory covered _an line 
now handling. Address B-836, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESMEN | betcha hm gy — of 
young men’s popular pri ak bend 
soles on ier 1230 pair. “Callin § $3. 0. is <5 $3.25, 











anuary Ist. Address B844, 
Recorder, 207 South St., 





SALESMAN with established retail trade to 
carry short line women’s turn comfort slip- 
pers, straps and boudoirs. Give experience and 
territory. Address B-843, care Boot and Shoe 
Recorder, 207 South St., 


ple agp salesmen to carry manufac- 

gtk ete stock line boys’ Goodyear Welts 
an cKays; 6% straight com ; may 

carried as siae de line. Old es established house. 

, ent Greater New York, Philadel- 

‘West and South. Address B-842, 

Shoe Recorder, 207 South St., 


Boston, Mass. 








ENGLISH line of men’s shoes and ladies’ 
brogues and oxfords. Two lines. High 
grade and medium priced lines, well known. 
DSalesmen wanted for iarge centres, U. S. A.; 
frst ciass salesmen capable of doing a large 
volume. Apply B-841, care Boot and Shoe 
Recorder, 2U/ South St., Boston, Mass. 





GALESMEN WANTED —Real producers in 

the following territories: Ohio, Georgia and 
“Florida, Arkansas and ahoma, Mississippi 
pb 1 Alabama, Lllinois, New York, North and 
South Dakota, North and South ete, 
Iowa, Kentucky and West Virginia. We sel 
one of the oldest work shoe lines, real pd 
shoes; big commissions paid to the right man 
—-only live wires need apply. Address B-840, 
care Boot and Shoe eusr er, 189 W. Madison 
St., Chicago, lll. 





W ANTED—Experienced men to carry as a 

side line, our up to date Turns and Stitch- 
down, best numbers in stock. Strictly 7 per 
cent commission. In Pennsylvania, Ohio, Indi- 

Wisconsin, Michi ™ Illinois, Arkansas, 
Utah, Colorado, Nev; Louisiana, Dakotas, 
Nebraska, Kansas, and New Mexico. Men with 
established trade and experience considered. Ad- 
dress with reference, The Rehr Shoe Co., Or- 
wigsburg, Pa. 





QWANTED—Salesmen with well established 
trade in Western Texas, New Mexico, Ari- 
zona and Southern California to sell on 7 

cent commission, Misses’, Children’s and 

fants’ Turn Shoes. Spring lines ready January 
15th. References necessary. Edward H. Ken- 
nedy, No. 9 Furnace Street, Rochester, N. Y. 





yore St ee who have good fol- 
lowing to carry a popular price line for a 


207 South Street, Boston, 





WANTED—Experienced women’s shoe sales- 
man for Iowa to sell high grade novelty 
McKays and turns, also Ye Olde Tyme Com- 
fort Shoes, gov styles that are stocked. Here 
is a splendid opportunity for an established 
salesman who is looking ahead for a future. 
Address MacLaughlin-Sweet, Inc., Auburn, Me 


POSITION WANTED | 


ANAGER and shoe buyer, married, thor- 

oughly experienced in merchandising of 
women's, men’s and children’s shoes. Buyer 
for 10 years for one of the largest and best 
stores in the country desires making change 
about January ist, with high class concern as 
manager of shoe store or department. Can fur- 
nish the very best of references. Address re- 
plies to B-853, care Boot and Shoe Recorder, 
207 South St., Boston, 








WANTED—Will be open for a position as 

buyer and manager of a shoe store or 
shoe department after January Ist. At present 
employed. Good reason for wanting to make 
change. Am 32, single, can furnish Al refer- 
ence, and am looking for a permanent connec- 
tion. Prefer a position in Minnesota, North or 
South Dakota. Address B-854, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


WANTED popular priced line of Ladies’ 
novelties for the Volume trade. Estab- 
lished trade preferred, but not necessary if 
line is right. Territory middle and Central 
West covered for past ten years. Can show 
record of proven ability and best of references. 
Drawing account basis. Address B-814, c/o 
Boot & Shoe Recorder, 207 South St., Boston, 
ass. 








GALESMAN for twelve years identified with 
men’s exclusive and custom grade lines in 
East, South and Southwest, and thoroughly 
versed in specification and construction detail, 
wishes line of men’s or boys (or both) exclusive 
or popular priced shoes for N. C., Va., or S. C., 
or other southern or Southwestern territory for 
1926. Live in central N. C. Graduate of Uni- 
versity of N. C.; age 36; own car. References 
of highest degree. Address B-828, care Boot 
sod Shoe Recorder, 207 South Street, Boston, 
ass. 





ARE OPPORTUNITY FOR MANUFAC- 
TURER. A New York Jobbing House, 
owning valuable trade marks, with cs fol- 
lowing, good organization, wants to represent a 
Western factory (preferred) to carry a_semi- 
instock proposition. Address full particulars 
to B-852, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








HELP WANTED 


RETAIL HELP WANTED—A first class 

buyer and manager for ladies’ and chil- 
dren’s shoes department in large de- 
partment store. Must have a man capable of 
doing a quarter million annually in these de- 
partments. Store caters to good middle class, 
carrying shoes from $5.00 to $12.00, with $6.00 
and $7.50 as popular leaders. Give reference 
and full information about yourself in first let- 
ter. Replies treated strictly confidential. Ad- 
dress B-846, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


POSITION WANTED 














ALL AROUND 
SHOE MAN 


Age 25, single, wants posi- 
tion. Would like to connect 
with real live factory, chain, 
or large department store. 
Prefers a buying or some ex- 
ecutive position. Good refer- 
ences. Ready to start at mod- 
erate wage. Address B-845, 
c/o Boot & Shoe Recorder, 
207 South Street, Boston, 
Mass. 





OSITION wanted by experienced shoe fitter 

in live store where fitting is a necessity. 
Am at present —— medium price depart- 
ment of m ire getting back into 
the high grade Fe Address B-849, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


WANTED on consignment a line of men’s 

and women’s shoes to retail for $5.00. 
Good opportunity for quick turnover. Address 
B-851, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





SALESMAN desires manufacturer’s line for 
New York. Address N-510, care Boot and 
ee Recorder, 239 West 39th St., New York, 





ANTED—Line of ladies’ popular priced 
novelties for New York. Address N-507, 

ae Boot and Shoe Recorder, 239 West 39th 
,» New York, N. Y. 





WANTED by wide awake ladies’ shoe sales- 
man line of popular priced novelty shoes 

of the better kind. Am selling to high grade 

accounts in New York and New Jersey. Will 

be ready to accept offer January Ist, 1926. 

Furnish best of references. Address N-506. 

ae Boot and ae Recorder, 239 West 39th 
» New York, N. Y. 





SALESMAN now traveling from North Caro- 

lina to Florida with ladies’ shoes that sell 
from seven to ten dollars wants line of ladies’ 
novelties that can be retailed up to six dollars. 
I know the territory and trade and know those 
that pay their bills. Can promise some volume 
to the right house and would consider taking 
it on in its entirety if they come up right. Ad- 
dress B-850, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 


FOR SALE—Onby exclusive shoe store, live- 

liest South Dakota city of 7,500 population 
Established cash business, drawing radius many 
miles. Modern store room and fixtures. Stock 
can be quickly reduced to $5, 4 or less. Fix- 
tures $1,200. Owner must be free from store 
confinement. An opportunity seldom found. 
Act quickly. Cash only. Address B-847, care 
Boot a Shoe Recorder, 207 South St., Bos- 
ton, ass. 
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FOR SALE 


BUSINESS OPPORTUNITY 





A PROFITABLE shoe business, established 
thirty years in Toledo, Uhio. Stock about 
twenty-two to tour thousand dollars. 

B-834, care Boot and Shoe Kecorder, 207 South 
St., Boston, Mass. 


l DARK OAK SET of wood window fixtures, 
also 1 Light Oak Set. Address Ideal Shoe 
Store, Anderson, Ind. 








FOR QUICK SALE—Up-to-date Shoe De- 

partment in live Northern lowa city of 
8, 000 population. Situated in leading ready-to- 
wear store. inventory $3,500.00; all new mer- 
chandise. Purchased this year. Good reason 
for selling. Address: B- 848 care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





FoO® SALE—Retail shoe store in wonderful 

location. Good lease. A city of 80,000 
population in New York State. Has been a 
shoe store for ten years. Reason for selling, 
owner is going in the wholesale shoe _busness. 
Address B-839, care Boot and Shoe Recorder, 
2U/ South St., Boston, Mass. 





Twenty miles out 
Reason 


R SALE—Shoe store. 
of New York. Good opportunity. 
fer selling, sickness. No dealers. 
N-505, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


FOR RENT 


FOR RENT—Fully equipped shoe store in 
Lancaster, Penna. Population, ark 150. 
Trading area, 220,000. In prosperous section. 
Excellent location’ on main street in thectrical 
district. Suitable for men’s, ladies’ or family 
shoe store. Fixtures in excellent condition. 
Low rental. 4%-year lease with privilege of 
renewal. No anole to buy. Write for full in 
formation to Wills & Co., Real Estate, 32 oni 
Square, Lancaster, Pa. 


REPRESENTATIVE WANTED 























Wanted by large Belfast Welt and 
Blake Thread maker, a thoroughly re- 
liable firm in Boston, in touch with 
Boot and Shoe Manufacturers, to act 
as buying agents for our Threads. A 

ply_ giving references in 

to B’ 823, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














RESIDENT Representatives wanted in im- 
portant shoe cities, whole or part time, Must 
have selli 
with the 
Lynn, 


WANTED TO PURCHASE 
CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 6160-5161-5162 


experience and sons uaintance 
oe trade. Address P. oO Box 51, 














BUSINESS OPPORTUNITY 





and women’s shoes. 


service. 





to the source of leather supply. 


For full particulars address the 
Minneapolis Civic and Commerce Association 


Minneapolis, Minnesota 


Retail Shoe Men Say There Is a Wonderful Opportunity 
for Establishing in Minneapolis of Shoe Factory Making 
Good Grades of Men’s and Women’s Shoes 
Minneapolis, with a population of 475,000 and 6,500,000 within the 
trade territory, needs a shoe factory producing good grades of men’s 
Production in trade territory is only 11% of 
demand and retail trade conditions assure local patronage. Labor 
conditions are most favorable; an abundance of labor available such 
as can be used in factory making a good grade of shoes. It is close 
Railroad transportation facilities 
are unexcelled and it is the center of extended motor bus and truck 











FOR RENT 








SHOE DEPARTMENT 
FOR RENT 


Shoe Department in one of Scran- 
ton, Pa.’s, best and most aggressive 
women’s specialty stores. Centrally 
located. Most modern fifty-foot 
front. Department fully fitted. No 
stocks to be taken over. Hither on 
flat rental or commission basis. A 
real opportunity for a live shoe 
man. Address N-504, c/o Boot & 
Shoe Recorder, 239 West 39th St., 
New York. 

















We buy quick ant oy highest cash 
osteo for retail and Wholesale stocks 
shoes or any other merchandise. 
Secntite no object. 
For 30 years our specialty. 
Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
€10 Broadway, Breoklyn, 
Phone Pulaski 1796 








Opportunity for Shoe Men with 
Limited Capital to Establish 
Their Own Retail Store. 
To men of proven integrity, we 
offer the sole agency for your 
cityof PHYSICAL ULTURE 
SHOES. “Known Since 1875 
for Quality.” We will invest as 
much money as you, to get you 
started and give you the option 
of buying back our interest out 
of profits. We pay one-half the 
cost of newspaper and bulletin 
advertising, and supply free of 
charge, booklets, mats, cuts and 
many other dealer helps. $5,000 

minimum amount considered. 


Wm. Henne & Co., Inc. 


957-971 Kent Ave., BROOKLYN, N. Y. 














FOR RENT 


FOR RENT 





“Al 


There’s No Better Location to 


houses. 
For details address 


r 


Sell Shoes in N. Y.! 


You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive 


B-856, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 








WANTED TO PURCHASE 


WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 








THE NEW YORK EXPORT 
ORPORATION 
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Our catalogue 
ready. We also have some very fine novelties for 
the Leena, ‘eilek: on Send for free catalogue. 


“Gain a Lap on Your Competitor.” 

















Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
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Where To Buy 
Wanted Styles 


An Extra Editorial 
Service to “Recorder” 
readers, free for the 
asking, with authentic 
information on cur- 
rent problems. : 
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104-105 


Kannally-Wick Corp., Highland, Ill....... 76 
Krippendorf-Dittmann Co., Cincinnati, Ohio 106 


Lampe, W. H., Shoe Co., St. Louis, Mo. 66 
Lape & Adler Co., Columbus, Ohio...... 26 
Lilly, Henry, New York City............. 112 


McElroy Sloan Shoe Co., St. Louis, Mo.. 63 
Marathon Shoe Co., Wausau, Wis....... 9 
Meis, Charles, Shoe Co., Cincinnati, Ohio 98 


Merchants Shoe Co., Boston...........+.+ 24 
Metropolitan Slipper Co., New York City 113 
Milius Shoe Co., St. Louis, Mo........... 16 
Moore Shoe Co., St. Louis, Mo.......... - © 


Nettleton, A. E., Co., Syracuse, N. Y.... 112 


Packard, M. A., Co., Brockton, Mass.... 112 
ah nf Footwear Mfg. Co., Inc., renee 
WG, Wee Biceicuces Coevecccesscoesccces SEB 
Peck Shoe Co., Worcester, Mass......... 23 
Pedigo-Weber Shoe Co., St. Louis, Mo. .58-59 
PE re ee eee 
MN Ri ee ib aceedseeeeboed 6bub beecceces 7 
= Dr. A., Shoes, Ine., Brooklyn, in 
Powell & Campbell Co., New York City. 113 





Reynolds, Bion F., Brockton, Mass...... 112 
Riley Shoe Co., Columbus, Ohio......... 16 
Richards & Brennan Co., Randolph, Mass. 112 
aes See Ora St. a, 


haat Shoe “Mfe. Coe Cincinnati, me: - 99 


Schwartz & Herder, Inc., Philadelphia, Pa. 113 
Shoe Specialty Mfg. Co., St. Louis, “Mo. 67 


Smith, Wm. Sumner, Chicago.......... 113 
St. Louis Shoe Manufacturers & Whole- 
GRESED “Cos cscs ceseacpou Poececescecces 54-55 


EB. Pecceescbecceoewesesesesecccseece 2 
Swan Shoe Co., Baltimore, Ws cosy +. 113 
Thomson-Crooker Shoe Co., Boston...... 13 


Tober-Saifer Shoe Co., St. Louis, Mo..... 75 
Tweedie Footwear Corp., St. Louis, Mo.. 71 


Voliman, Lawrence, Co., Cincinnati, Ohio 107 





Weimer, Wott & Watkin Co., Phila- 
Pa 


GO, rs CAR hah 6 00 55k cpesecccce 109 
Wohl Shoe Co., St. Louis, Mo........... 73 
Wolff-Tober Shoe Co., St. Louis, Mo..... 77 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Geos, Inc., 
PRONE Pa, occccesccteccccssnebe 86 
American Hide & Leather Co., Boston... 84 
Armstrong Cork Co., Lancaster, Pa...... 14 
Barnet Leather Co., New York City..... 17 
Beggs & Cobb Co., Boston............+++ 114 


Creese & Cook Co., Boston............... 114 
Evans, John R., Co., Camden, N. J....10-11 
Griess-Pfleger Tanning Co., Boston...... 83 


Jones Co., F. E., Boston............+++. 114 


Lawrence, A. C., Leather Co., Boston.... 6 
Levor, G., & Co., New York City........ 2-3 


National Fabric & Finishing Co., Boston 12 
New Castle Leather Co., New York City.. 8 


as a pantee Ca. se Weekes, 
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Quaker City Morocco Co., Philadelphia, Pa. 20 





Bogpine, Fred, Leather Co., Bret du Lac, 
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Seemilt, Carl E., & Co., Inc., Detroit, 
So cbeb sd cccccccceonte seceeesee 49-50 


HOSIERY 


Beaton, J. R., Co., Inc., New York City.. 114 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City...... 114 
Churchill Mfg. Co., Lowell, Mass., 116 
om Motion Picture Supplies, New York | 











Grand ids Show Case _ Grand 
Rapids, Pe Tritt ii iti ci. soe M81 


Heywood-Wakefield Co., Wakefield, Mass. 119 
Ideal Mfg. Co., Chicago, Ill............- 109 
Lincoln Store Supplies Co., St. Louis, Mo. 76 


Manheimer, Abe, & Co., St. Louis, Mo... 60 


Milbradt Mfg. Co., St. Louis, Mo........ 119 
Miller, O. A., “te Machine Co., Brock- 
COM, BEBEB. cccccccdboddccddes cucgeooce 25 


Myers, F. E., Bros. Co., The, Ashland, Ohio 119 
Onken, Oscar, Co., Cincinnati, Ohio.... 119 


Pretty Souvenir Adv. Co., New York City 119 


Segall & Co., Philadelphia, Pa.......... 

Success Furniture Corp., St. Louis, Kirk- 
WEEE MO cccccccccccccocccesccesones 119 

Superior sad Ornament Works, Brook- 
Wis. Bae Be 6hbcambeescccecsenséeseseses 115 


West Virginia Pulp & Paper Co., New 
Week: CHG isnGs6escs cesses cscscesssce 114 






Whitcher, Frank W. Co., Boston......... 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 





Barbour Welting Co., Brockton, Mass.... 92 







Dunbar Pattern Co., Brockton, Mass..... 

Earle Shoe Pattern Co., Brockton, Mass. 113 
Nu-Shine Co., The, Reidsville, N. C...... 114 
Tubular Rivet & Stud Co., Boston...... 22 


United Shoe Machinery Corp., Boston. .18, 122 


MISCELLANEOUS 
Atlantic Printing Co., Boston............ 114 
Brooklyn Purchasing Syndicate.......... 118 
Calderwood & Preg, Inmc., Boston....... 112 
Glauberg, Max, New York City......... 118 


N. Y. Peeelavcsdccveccduds cusgeubes 115 
National Shoe Retailers Association... .. 80 
National Shoe Travelers Association..... 21 
Neil House, The, Columbus, Ohio......... 115 


New York Export Purchasing Corp., New 
York City ll 


Penney, J. C., St. Louis, Mo............ 24 
Posner, Martin & Co., New York City... 118 


Tolman Print, Brockton, Mass........... 
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December 19, 1925 BOOT AND SHOE RECORDER 


Some investments are good~ some bad 


But an investment in your own business—under 
your control—is the soundest, safest investment 
you can make. 


In providing for increased returns—you are 
paving the way today for prosperity, tomorrow. 
By installing modern New Way store equipment 
—you are employing time-proven factors for 
Success—you are putting Appearance, Display 
and Service on your payroll forever. 

New Way equipment is An investment capable of paying such hand- 


sectional and interchange- some and sure returns is worth an investigation. 
able—an initial investment 


of a few sections can be There’s a complete range of New Way fixtures 


added to from ti i ‘ ‘ 
outoftheinereased peofts  ‘0' Your inspection—a type for every purse 


which invariably follow and purpose. 


until the store is complete- 


lyand modernly equipped. No matter what your requirements—whether 


the finest obtainable or the lowest in price 
that’s good—consult us. 


GRAND RAPIDS 
SHOW CASE CO. 


Worlds largest manufacturers of finest quality store equipment 
FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE., - BALTIMORE, MD. - NEW YORK CITY 


When writing to advertisers please mention Boot ano SHoe Recorper 
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REPOS STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 





Repco STreTcHERs are 
. made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


COMPLETE stock of Repco customer more initial satisfaction and 


{ STRETCHERS is a distinét asset 

| to'every shoe store, To hefe 

= all sizes of stretchers is al- 

most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 


promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel. hinge. 








out or breaking in to conform to the. 


individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint. and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
FinpinGs DEaLer supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York ity 








When writing to cdvertisers please mention Boot anv Snow Racdenas 
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